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LAWRENCE S. CALLANDER 
Cheyenne, Wyoming 
October 21, 1953 


Mr. F. J. O’Brien, Vice-President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

Today, I have made a review of my first nine months with the 
Friendly Franklin on a full-time basis. I am astonished to see the 
results!!! 

When I first considered joining the Franklin, I was concerned 
whether it was the best move to make as I had twelve years 
service as Car Inspector here in Cheyenne with a leading rail- 
road company. Today, I consider it the wisest decision I ever 
made! It is gratifying to realize that, with no previous insurance 
experience, my first year’s income will be even higher than the 
annual salary I received after twelve years at my former connec- 
tion. 

Actually, there is no secret regarding the success I am enjoying. 
The wonderful and Exclusive Franklin Specials have made possi- 
ble the results. During the first fifty-five days of my full-time 
career, I qualified for the “60 Club.” All but one of these sixty ap- 
plications were Exclusives! To date only six out of one hundred 
thirteen applications are not Exclusives. I have illustrated these 
unusual plans to complete strangers to have them become happy 
and satisfied clients and refer me, with genuine enthusiasm, to 
their friends. Franklin Exclusives and the warm personal interest 
of our Home Office Personnel have given me the greatest happi- 


ness I have ever known. 
Sincerely yours, 


Lawrence S. Callander 
Special Representative 


The Friendly 
IFIRANTRILION ILIIRIE coneaxy 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over a Billion Four Hundred Fifty Million Dollars of Insurance in Force 
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_ Rewarding 
Job in the 
World 


By S.T. W. 
|  . Equitable Society Representative | 





When | first broke into life insurance the big problem 
was how to get people to take advantage of it. Then it 
struck me that I was approaching people from the wreng 
point of view. That was to make money for myself. I 
suddenly realized that insurance was just as important 
to society as medicine or law—that its function is to help 
assure the economic “health” of the community —and 
that insurance is the easiest and most sensible way for 
the average man to make his future secure. 


When you approach a prospect on that basis— when 
what benefits him most is your primary aim—your own 
rewards come automatically. And one of those rewards 
is the warm feeling you enjoy from helping people to 
help themselves. 

Bennett Wallace, now a junior partner in our lead- 
ing law firm is a good example. Ben may never have 
made it if it weren’t for the Equitable Education Endow- 
ment Plan his father took out when Ben was born. You 
see, his father died only a few years later, but Equitable 
took care of Ben’s future. 


I’m glad I’m an insurance man. I’m proud of the 
regard my friends and neighbors have for me. And I’m 
proud of my company. The Equitable Life Assurance 
Society is a great organization of men and women who 
work together to help keep our country the best place 
in the world to live in. 








One of a series of advertisements illustrating how a rep- % ; 
resentative of The Equitable Life Assurance Society serves 393 Seventh Avenue, New York I, N. Y, 


his community by selling life insurance. 
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100 MANY ‘SHOEMAKER’S CHILDREN’ 





No Chance Seen for 


Knowlton NAIC 


John Barker, Jr., Tells What AgentCan Do fusing Commission V.P.; Leggett Head 
to Plan His Own Off-Neglected Estate 


The life insurance agent is frequently less attentive to his own needs for 
estate planning than to those of his prospects and clients. Yet because of the 
special nature of renewal commission income he often faces a more compli- 
cated problem than those confronting his clients. John Barker, Jr., vice- 
president and general counsel of New England Mutual Life, has addressed a 
number of life insurance gatherings on the life agent and his personal estate. 
He recently revised his talk and the material here presented gives the situation 


as it stood late in November. 


Because of the importance of Mr. Barker’s discussion to so many readers 
of The National Underwriter, it is being printed in full. (Footnotes appear on 


Page 19.) 
BY JOHN BARKER, JR. 


Although the life underwriter is 
gradually achieving public acceptance 
as a trained expert in estate analysis, 
he is often inclined to overlook the 
need for the careful and intelligent 
planning of his own estate. We have 
been surprised and shocked to find 
that those who have proved their qual- 
ifications and skill in coordinating the 
estates of others have not been fore- 
handed in the conduct of their own 
personal affairs, with a resulting bur- 
den and expense to themselves, their 
families and their dependent surviv- 
ors. Our company has taken a vital 
interest in this project, first because 
of a traditional concern over the wel- 
fare of its field men, and second be- 
cause it can more effectively perform 
its function of paying terminal equi- 
ties to survivors if a forehanded plan- 
ning job has been accomplished. 

Obviously, there are many ways in 

hich the life underwriter may pro- 
vide for his family both before and 
after his death, but if the resultant 
tax liability should render some of 
those ways unreasonable or prohibi- 
tive, then others should be explored. 
To the end that the most effective 
plans consistent with reasonble tax 
liability may be adopted, I will under- 
take to outline briefly the tax aspects 
of the life underwriter’s personal es- 
tate. 

Inter Vivos Assignment: The prim- 
ary asset of the average agent is his 
right to receive renewal commissions, 
and he is often tempted to make a gra- 
tuitous assignment of this interest. We 
have tended to discourage this prac- 
tice, on the theory that it affords no 
special advantage. If an assignment is 
designed to take effect at death, then 
we know that it is testamentary and 
void unless executed with the formal- 
ities required by law for a will. If, 
however, the interest assigned is ab- 
solute and the transfer takes effect im- 
mediately, even then there is no in- 
come tax advantage, as the U. S. Su- 
preme Court has ruled in the Eubank 
case that the assigned commissions 
must still be included in the agent’s 
personal return during his lifetime.’ 

Moreover, the practical difficulties 
of having the wife or other assignee 
teceive commission payments during 
the lifetime of the agent, as well as 
the hazard that she will predecease 
him, outweigh any advantage to be 
gained from a present gift assignment. 





There is also the possibility that the 
taxing authorities may establish that 
such a transfer was made in contem- 
plation of death and that it is there- 
fore includible in the gross estate of 
the agent.? There is the burden of re- 
porting the gift and placing a valua- 
tion on the renewal account for gift 
tax purposes. 

Furthermore, the renewals upon 
which this gift tax is assessed may be 
paid out in full before any estate tax 
liability can be incurred. Finally, it 
must be remembered that if the agent 
dies during the renewal period, his 
wife will be obliged to include the re- 
maining commissions in her income tax 
return just as she would if she had re- 
ceived them under his will, but with- 
out the advantage of a deduction from 
net income for estate taxes paid.’ 

e * ® 

If the assignment made during the 
lifetime of the agent is for a valuable 
consideration, there is still a possibili- 
ty of gift tax liability for the value of 
the interest assigned in excess of the 
consideration paid.‘ An even greater 
disadvantage of this type of assign- 
ment is the danger that the agent may 
be required to include the entire 
amount of the consideration in his 
income tax return for the year in 
which he receives it.® 

Retirement of Agent: Every life un- 
derwriter is necessarily concerned 
with the problem of stabilizing his fu- 
ture earnings to provide a comfortable 
livelihood in the years in which his 
productivity has declined because of 
sickness or retirement. There are four 
possible methods. The first is to take 
advantage of the benefits available 
under the 1950 amendments to the so- 
cial security act, either by qualifying 
as a full-time life insurance salesman‘ 

(CONTINUED ON PAGE 15) 


Curbs in N.Y. in ‘54 


NEW YORK—With the opening of 
the 1954 legislative session only a 
month away, it is apparent that there 
is scant chance of any change being 
made in the statutory limitations on 
agents’ compensation next year. 

Before the enactment of the 1953 
amendments to section 213, Superin- 
tendent Bohlinger indicated that he 
would not favor anything beyond what 
he termed the “modest” increase in 
the department bill until the agents 
came up with facts and figures that 
he considered more convincing than 
the voluminous data presented at the 
legislative committee hearings. 

2 a e 

The compensation committee of Na- 
tional Assn. of Life Underwriters in 
its report at the annual meeting last 
August wanted a study made of agents’ 
earnings under today’s conditions but 
the time is too short to have this in- 
formation available in time to present 
to the 1954 legislature. 

Without such convincing supporting 
data there is no chance that Super- 
intendent Bohlinger will agree to an 
increase. And the odds against getting 
an increase in the face of departmental 
opposition would be even greater than 
usual, since 1954 is an election year for 
New York and the tradition is to op- 
pose the introduction of any contro- 
versial measures in the legislature. 


Army Mutual Aid to 


Leave D. C. Jurisdiction 


WASHINGTON—While the case of 
Navy Mutual Aid is pending before 
the appellate court here on the issue 
whether it operates as an insurance 
company and should be subject to 
D. C. insurance law, it is reported that 
Army Mutual Aid, an_ organization 
said to be on all fours with Navy Mu- 
tual Aid, will move out of D. C. 

An Army Mutual Aid source said 
the organization will occupy a $200,000 
building in Virginia, which would take 
it out of Superintendent Jordan’s juris- 
Giction. 

Legal observers question how can it 
operate in Virginia, even though it 
claims not to be an insurance com- 
pany, since definition of an insurance 
company under Virginia law is simi- 
lar to that in D. C. law, and Jordan 
and the district court have held Navy 
Mutual Aid is an insurance organiza- 
tion. 











Late News Bulletins... 











Fogoros Heads Phoenix Mutual Toledo Agency 

Phoenix Mutual Life has opened a new agency at Toledo with Michael Fogo- 
rgs, Jr., as manager. It is located at 245 Huron street. In addition to serving 
metropolitan Toledo, the new agency will be headquarters for district offices 
to be established in norhtwestern Ohio. 

Mr. Fogoros joined Phoenix Mutual at Cleveland in 1946. After graduating 
from Phoenix Mutual’s supervisors’ training school at Hartford in 1951, he re- 
ceived additional management experience at Minneapolis, Washington, Newark 


and Hartford. 


(Additional Late News on Page 24) 






of Steering Group 


Model License Law 
Approved Despite 


Strong Opposition 
By LEVERING CARTWRIGHT 


MIAMI BEACH —Donald Knowiton 
of New Hampshire was elected vice- 
president of NAIC here Monday after- 
noon to take the place left vacant by 
the death of George Butler of Texas. 

Davis of Mississippi was elected as a 
member of the executive committee 
at large in place of Waldo Cheek, the 
former North Carolina commissioner. 
Leslie of Pennsylvania was elected as 
a member at large in place of Law- 
rence Leggett of Missouri, who is the 
new executive committee chair- 
man, and Jackson of Maryland became 
the zone 2 representative on the exec- 
utive committee which was the spot 
formerly occupied by Leslie. 

Those attending the NAIC conven- 
tion were not seriously deflected from 
the pursuit of the undiluted joy that 
Dade County, Fla. has to offer by con- 
vention business. Business was not pur- 
posely put aside but as it happened 
there were not many important and 
complicated matters pressing for at- 
tention and so there were many hours 
for happiness on the beach, in fishing 
parties, wolfing stone crabs, attending 
the races—horse and dog, on the golf 
courses and solving all the problems of 
the business with the elbow cocked. 

e e e 

There was, however, one big matter 
that has got the cork of the whole in- 
dustry—fire and life, and the name of 
it is uniform accounting. Carrying the 
UA torch is Superintendent Bohlinger 
of New York and this has become a 
great crusade with him. The fire and 
casualty people were moving heaven 
and earth to dissuade the commission- 
ers from adopting a report that con- 
tained any kind of wording to the ef- 
fect that uniform accounting indica- 
tions should be used for rate making 
purposes. Up until Wednesday after- 
noon the fight was in the lobbies and 
hotel rooms, because the subject was 
not due to come up until then at the 
meetings or the committees on rates 
and rating organizations and on uni- 
form accounting. The letter signed by 
Commissioner Lange of Wisconsin 
beating the toms toms for UA caused 
a big stir. 

« e @ 

The UA issue insofar as life insur- 
ance is concerned got its airing at the 
meeting of the life committee Wednes- 
day morning. Another letter that stir- 
red up a big breeze is that from Com- 
missioner Holmes of Montana scolding 
Superintendent Bohlinger for his hand- 
ling of the Thomas I. Parkinson Equi- 
table Society case. Thus Bohlinger or 
Bolo, which is the familiarity that 


former Superintendent Dineen of New 
(CONTINUED ON PAGE 22) 
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Uniform Accounting 
Gets Sidetracked 
at NAIC Gathering 


Guertin Says Industry 
Doesn’t Want Additional 


Allocation Rules 

MIAMI BEACH, FLA.—The provo- 
cative question of uniform accounting 
in the life insurance field was disposed 
of in short order at the NAIC life com- 
mittee meeting here Wednesday morn- 
ing. Earlier in the week all hands were 
braced for a big battle, but an escape 
hatch was found at least for the time 
being, in the form of a proposal to set 
up a special subcommittee to go into 
the matter. 

Superintendent Bohlinger of New 
York said it would be an understate- 
ment to say that it is known in the 
industry that New York has a law 
calling for the regulation of the alloca- 
tion of income and expenses by the 
life companies. This, he said, would 
have nationwide impact in various 
directions. The New York policy he 
went on to say has always been to so- 
licit through NAIC cooperative action 
whenever there is under consideration 
in New York any action that offers 
nationwide impact. Hence he said he 
asked for appointment of a subcom- 
mittee on allocation of income and ex- 
penses. 

€ o . 

A. N. Guertin of American Life Con- 
vention got up to endorse this. The in- 
dustry, he said, prefers not to have 
additional rules for allocation and is 
convinced that the blanks committee 
works effectively in this area, but 
nevertheless if it is desired to explore 
the idea the subcommittee approach is 
the right one. 

Earlier in the session Fischer of 
Iowa, reporting for the group life sub- 
committee, recommended that two in- 
dustry proposals be approved for 
amending the model group bill to $20,- 
000 or one and one half times the an- 
nual salary for the more highly com- 
pensated, but with a ceiling of $40,000; 
and the restoration of 31 days as the 
period following termination of em- 
ployment when an employe might con- 
vert his group coverage to individual 
insurance. 

There was discussion of the proposed 
regulations governing credit life and 
A&H insurance. The previous day Wal- 
do Cheek of Independence Life of 
North Carolina had recommended 
changing the draft of rules so as to 
eliminate a reference that could be 
construed as imposing rate regulation 
in life insurance. But Frank Sullivan of 
Kansas, as chairman of the subcommit- 
tee, announced that this change had 
been rejected. 

se es o 

Albert Pike, speaking for LIAA and 
ALC, said the life insurance communi- 
ty is unalterably opposed to any form 
of rate regulation. This credit insur- 
ance thing, he said, could be a back 
door approach to rate regulation in 
life insurance. He said that the com- 
panies would not object if the regula- 
tion governed what the lender collected 
from the borrower, but didn’t under- 
take to say what the insurer might get 
from the lender. This then would be- 
come regulation of what the lender 
may do and that would be a horse of 
another garage. Wayne Cook of the 


Chicago law firm of Hubachek & Kelly, 
the Household Finance Corp. firm, 
repeated the statement that he ha 
given earlier that morning before a 
second session of the subcommittee. 
This was a strong reiteration of the H- 
FC request that any rules purporting 
to regulate in this field should include 
specific language that negates any im- 
plication that such rules authorize an 
extra charge to small loan borrowers 
for such insurance and which makes 
it clear that the propriety of such in- 
surance sales is to be determined solely 
by reference to the provisions of the 
appropriate small loan law. The uni- 
form small loan law, he said, provides 
for an all-inclusive rate of charge and 
contains a flat prohibition against con- 
temporaneous collateral transactions 
which place additional expense upon 
the borrower. This, he said, is even 
more “vicious”? when as in the case of 
credit insurance it returns a hidden 
profit to the lender. 


At the subcommittee meeting Alex- 
ander Query of Prudential voiced ap- 
proval of the fact that the proposed 
rules don’t undertake to cover group 
insurance. There are, he said, sufficient 
safeguards against the abuse of group 
insurance as a vehicle for providing 
for loan extinguishment. 

The question came up of how exten- 
sive is the practice of not furnishing 
the borrower with evidence of insur- 
ance. Paul Boyer of Hubachek & Kelly 
said that in a test check of several hun- 
dred borrowers it was found that the 
offenders in not giving certificates of 
insurance to the borrower were the 
dealers in individual policies and not 
group insurance. Incidentally, HFC not 
so long ago embarked on the group 
route via Prudential. 


GAMC Management 
Conference Report 
Shows Needy Spots 


That there is a need for formation of 
management conferences in the cities 
of St. Paul and Minneapolis as well as 
Iowa and Nebraska and the southern 
states was evidenced by a report of 
NALU’s General Agents & Managers 
Conference to the joint advisory com- 
mittee on agency management training 
of GAMC and LIAMA. 

New conferences will be formed in 
1954, the report, submitted by L. W. 
Jackson, executive assistant of GAMC, 
said. It observed that there must be a 
minimum of overlapping as to time and 
place in regard to the conferences be- 
cause “experience has shown that 
where this factor is disregarded, atten- 
dance drops and conferences fail.” 

One or two-day “pilot” conferences 
for combination company managers 
have been proposed, since management 
methods in these companies differ from 
the ordinary companies. 

os os e 

Sixteen conferences have been con- 
ducted since Jan. 1 of this year, at- 
tended by between 1,600 and 1,800 
persons. In a breakdown of conference 
data, it was shown that the midwest 
area had the longest conference (two 
and a half days) and also the largest 
number of speakers (eight). All other 
areas except Washington, D. C., had 
two-day meetings, and of these, St. 
Louis had the greatest number of 
speakers (six). The D. C. area, holding 
a one-day conference, had “three-plus” 
speakers and six “round table” moder- 
ators. 





Adjournment of Mail 
Order Probe Puts Off 
Commissioner Trek 


Were to Tell Senate 
Group States Have the 
Matter Well in Hand 


Moses Hubbard, representing the 
Commercial Traveiers companies, got 
up in the NAIC lite committee meeting 
at Miami Beach late Wednesday morn- 
ing to announce that the Langer Sen- 
ate judiciary committee had met ear- 
lier that morning on its mail order 
insurance investigation and had ad- 
journed indefinitely. It is understood 
there will be no sessions at least until 
after the first of the year. He said he 
was making the announcement because 
some of the commissioners and indus- 
try people had been pianning to go to 
Washington for these hearings. 

It became pretty well understood by 
late Wednesday around Miami Beach 
that Commissioner Jensen of North 
Dakota is to be credited for getting 
Langer to hoist the rip flag on the mail 
order investigation. 

Mr. Hubbard himself earlier in the 
day at the A&H committee meeting had 
announced his intention to leave short- 
ly for Washington to appear and tell 
the committee the states had the matter 
well in hand and federal intervention 
was not wanted. The commissioners 
had intended to set up a subcommittee 
of three to arrange to appear before the 
committee at a time that would be mu- 
tually agreeble. 

This outcome corresponded to what 
Commissioner Jensen of North Dakota 
had been telling the commissioner 
group informally. Mr. Jensen had been 
in close touch with Senator Langer 
and he indicated that Langer doesn’t 
have any torch to carry or any great 
goal or anything of the kind. There 
were reports that Langer had been 
asked to stir up the matter by certain 
elements in the industry who were 
indignant because of certain advertis- 
sing of one of the most aggressive of 
the mail order insurers. 

e a e 

The NAIC unauthorized insurance 
committee headed by Gaffney of New 
Jersey at its session Tuesday morning 
at Miami Beach took up the matter 
of the Senator Langer judiciary com- 
mittee inquiry into mail order insur- 
ance. It got nothing but sniffs. 

Mr. Gaffney read correspondence 
from Langer including a lengthy mem- 
orandum to the NAIC headquarters 
office that, according to Gaffney, was 
largely a resume of various points 
that had been made by individual 
commissioners in replying to a ques- 
tionnaire from Langer on mail order 
problems. For instance the Langer let- 
ter said the subjects involved include 
the degree of control that a commis- 
sioner has over mail order insurers, 
the matter of limited coverage and 
misleading advertising, limited policy 
forms, operations in the military field, 
the allegation that mail order insurers 
don’t pay their fair share of the cost of 
government, difficulty of collecting 
claims, getting around state require- 
ments. Among the possible remedies, 
according to the Langer memo, are a 
federal statute imposing heavy penal- 
ties on misleading ads, barring use of 
the mails to unlicensed insurers, im- 
posing a federal premium tax of 5 to 


ae 
10% on unlicensed sales. 

Possible state legislative rem 
include enactment of the model S€rvi. 
of process law, state legislation Dt 
hibiting a company from going af; 
without a license requiring all adver. 
tising to be cleared by the in 
commissioner, insurance depa 
disseminating information on the hy. 
ards of dealing with mail order ing, 
ers, and getting newspapers to reffai, 
from taking ads from such insure 

o © - 

Moses Hubbard, representing th 
Commercial Travelers organizatig, 
got up to brag up his companies On the 
score of their high loss ratio, low ey. 
pense ratio, etc. He said that 30 yey, 
ago Langer might have had a poy 
because insurance regulation was rg. 
mentary, but today insurance is th 
best regulated of any business ay. 
where in the world. Federal action; 
not needed. The integrity of stat 
supervision and of the commissione; 
is at stake. All companies do busings 
in some degree by mail. Limited A, 
H policies are issued by nearly ever 
company and this is in answer t 
public demand. The theory that th 
insurers give it to you in big type an 
take it away in minion is hogwash 
The exceptions are explicitly define, 
Any federal legislation would interfer 
with the independence of the state, 
NIAC and the industry should say t 
Langer, lay off. 

Wells of Indiana, who had origina. 
ted the mail order subject on the 
agenda, said he wants it now taken 
off. He is satisfied that the unifom 
unauthorized insurers service of pro 
cess act is completely efficacious e- 
pecially in view of the fact that it ha 
been upheld just recently and the U. 
S. Supreme Court denied certiorari a 
it. 

e * * 

C. C. Fraizer of H & A Underwriters 

Conference said he can’t understand 
what Langer is up to in view of the 
fact FTC has this mail order matte 
well in hand. However, he indicated 
the belief that the Langer investigation 
doesn’t have much force behind it and 
he said it is a mistake to fire a can- 
non when an air rifle would do the 
job. 
R The Langer investigation situation 
became involved in the discussion of 
insurance company advertising at the 
A&H committee meeting at Miami 
Beach Wednesday morning. There was 
an item on the agenda on whether 
A&H advertising is misleading and 
what can be done to remedy the situ- 
ation. Pansing of Nebraska felt very 
strongly that this subject should not be 
ventilated just at this time because 
whatever was said would be bound to 
have repercussions in connection with 
the Langer investigation. He appal- 
ently felt that it would appear to put 
the commissioners and the industry 0 
the defensive and he felt that the dis- 
cussion should be put off until a later 
date. 

However, Moses Hubbard, repre 
senting the Commercial Travelers o- 
ganization, insisted that the matte 
ought to be gotten out into the open 
and discussed frankly. He voiced the 
belief that the advertising situation } 
not one of emergency. It is a problem 
that has had serious and careful cot 
sideration, and it is being covered yea 
in and year out. There are plenty of 
rules and regulations governing it at 
the state level and the states and the 
industry should in no way be apolo 
getic on what has been done and what 
is being done, he said. He objected t 
any inference that the situation is % 

(CONTINUED ON PAGE 23) 








Equita 
direct 
one ul 
18. Tt 
York 
critici: 
tender 
retirer 
chairn 
One 
order 
New ¥ 
cyhold 
mine © 
coveri 
funds 
was r 
suprer 
insura 
attorn: 
they x 
directc 
ponem 
turnab 
anothe 
Equita 
day. 
The 
Jan. J 
calend 
Solidat 
two ye 
Stories 
ican o 
tained 
brougt 


mber 4, 199 
ae 


tive remeg; 
model sery; 
gislation Dt. 
1 going 
ng alla 
the in 4 
depa 
n on the 
| order ingp. 


ers to reffai, 
ch insurers 


esenting th, 
organizatin 
panies on th 
atio, low 
that 30 yea, 
had a point 
ion was rug. 
rance is th 
usiness any. 
ral action i 
ity of stat 
ommissioner 
3 do busines 
Limited Aj 
nearly every 
1 answer t 
ory that the 
big type ani 
is hogwash, 
citly defined 
uld interfer: 
f the states 
hould say ty 


had origina. 
ject on the 
; Now taken 
the uniform 
vice of pro 
ficacious ¢- 
*t that it has 

and the U. 
certiorari on 


Inder writers 
understand 
view of the 
rder matter 
ne indicated 
investigation 
ehind it and 
fire a can- 
ould do the 


on situation 
iscussion of 
ising at the 

at Miami 
. There was 
on whether 
eading and 
dy the situ- 
a felt very 
10uld not be 
me because 
be bound to 
ection with 
He appar- 
pear to put 
industry on 
hat the dis- 
intil a later 


urd, repre 
‘avelers o- 
the matter 
o the open 
voiced the 
situation is 
; a problem 
areful con- 
»vered yeal 
e plenty o 
rning it a 
tes and the 
+ be apolo- 
e and what 
objected to 
lation is 
E 23) 





pecember 4, 1953 


LIFE INSURANCE EDITION 





3 





anal 

















METROPOLITAN LIFE HOME OFFICE BUILDINGS as they will look after 
the main building adjoining the 700-foot tower has been replaced by a modern 
air-conditioned structure. The 12-story new building has been designed to blend 
with the tower and also harmonize with the company’s more modern building 
that stands on the opposite side of 24th street. 








Two Actions Against 
Equitable Societys 


Directors Postponed 

NEW YORK—Two of the court ac- 
tions brought by policyholders of 
Equitable Society against the board of 
directors were postponed this week, 
one until Dec. 9, the other until Jan. 
18. The actions grew out of the New 
York department examination report 
criticisms that resulted in Superin- 
tendent Bohlinger’s insisting on the 
retirement of Thomas I. Parkinson as 
chairman. 

One of these actions involves a court 
order obtained by Gustave B. Garfield, 
New York City lawyer, who as a poli- 
cyholder seeks an accounting to deter- 
mine whether there is a basis for re- 
covering from directors any company 
funds improperly expended. The order 
was returnable in New York county 
supreme court Nov. 18 and directed the 
insurance superintendent and the state 
attorney-general to show cause why 
they should not proceed against the 
directors. The state asked for a post- 
ponement and the order was made re- 
turnable Dec. 2. This week there was 
another postponement, this time at 
pees request, to next Wednes- 
ay. 

The action that was put off until 
Jan. 18 was on the supreme court 
calendar for last Monday. It is a con- 
Solidation of nine suits filed nearly 
two years ago following publication of 
stories in the New York Journal-Amer- 
‘can on the criticisms allegedly con- 
tained in the report. The first suit was 
brought the day after the first Jour- 


XUM 


nal-American article appeared. 

Also pending are four similar suits 
in federal court but they were stayed 
pending the outcome of the state court 
suits. Two of the plaintiffs in the fed- 
eral court cases are also plaintiffs in 
the state court litigation and all of the 
lawyers for the plaintiffs in the fed- 
eral cases also represent litigants in the 
state court cases. The apparent aim of 
bringing suits in both federal and state 
courts was to put plaintiffs in a posi- 
tion to benefit no matter which court 
might grant the broadest scope of ex- 
amination before trial. 

The suit brought by the nine plain- 
tiffs was originally against the officers 
as well as the directors but was later 
amended to exclude the officers. 





Modern Woodmen Advance 
H. G. Borden to Treasurer 


Henry G. Borden, assistant general 
counsel for Modern 
Woodmen of 
America since 
1949, has been 
named treasurer. 
He fills one of the 
posts left vacant 
by the former 
treasurer and man- 
ager of the invest- 
ment department, 
J. M. Fitzsimmons, 
now president of 
Investors Diversi- 
fied Services, Min- 
neapolis. 

Mr. Borden will 
continue to serve as assistant general 
counsel in addition to his duties as 
treasurer. He is an attorney and CPA. 





Henry G. Borden 


TO BE INDUSTRY ASSOCIATE 





First of Company 
Contributions Paid 
to N. Y. State Assn. 


The first of the company contribu- 
tions to the work of New York State 
Assn. of Life Underwriters has been 
paid over to the association by Bruce 
E. Shepherd, manager of Life Insur- 
ance Assn. of America, acting as trus- 
tee for the New York domiciled com- 
panies that are supporting the state 
association’s activities. : 

This temporary procedure is being 
followed pending a change in the state 
association’s bylaws to permit the com- 
panies to support its activities on a 
basis that is acceptable to National 
Assn. of Life Underwriters. 

“The funds contributed by the compa- 
nies are being used to reimburse state 
association officers and general com- 
mittee members for travel expenses, 


which they have hitherto paid out of 
their own pockets. 

The program of company support 
was all set to go into effect last spring 
with the domestic companies as non- 
voting but dues-paying members of the 
state association. The NALU executive 
committee enjoined this arrangement 
pending action by the trustees, who 
voted against it at the annual meeting 
at Cleveland in August. Since then it 
has been proposed to call the company 
contributors “industry associates” or 
something similar not denoting mem- 
bership. This is satisfactory to the 
state association, the companies in- 
volved, and a substantial majority of 
the NALU trustees, who were polled 
informally by mail. 

If, as seems assured, the trustees 
approve the “industry associate” con- 
cept at the midyear meeting of NALU 
next March, the state association will 
be free to go ahead and incorporate the 
“industry associate” plan into its by- 
laws at the annual meeting in May. 





W. Fred Spjeldet of Detroit has been 
added to the Michigan department’s 
examiner force. 
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H. R. KENDALL 





In honor of our Co-Chairman of 
the Board who is celebrating 60 
years of service to the insurance 
business, all departments of the 
Company are dedicating two 
months of effort to honor Mr. 
Kendall on his Diamond Jubilee 
Anniversary. 
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Point to Retaliatory 
Laws in Fighting D. C. 


Premium Tax Boost 
WASHINGTON—Insurance compa- 
nies here are organizing to fight the 
proposal of District of Columbia com- 
missioners that the tax on premiums 
be increased from 2 to 24% to raise 
an estimated $500,000 additional rev- 
enue. A meeting of 39 domestic com- 
panies was scheduled for Wednesday 
at the Acacia Mutual Life building. 





At the Wednesday meeting 35 repre- 
sentatives of companies selected a com- 
mittee of six to lead an industry fight 
against the tax boost. Representing 
life insurance are Edward Schmuck, 
Acacia Mutual Life general counsel, 
the chairman, and Charles Phillips, 
president of Equitable Life of D.C. 





The principal objection to the propo- 
sal was based on the so-called retalia- 
tory laws of 32. states. Edward 
Schmuck, Acacia Mutual Life general 
counsel, is chairman of a joint com- 
mittee to fight the proposal. Others 
participating include V. O. Schinnerer, 


national director of District of Colum- 
bia Assn. of Insurance Agents, and 
Howard Starling, Washington repre- 
sentative of Assn. of Casualty & Surety 
companies. 

It is reported that life companies are 
leading the fight against the increase. 
Eugene Thore, general counsel of Life 
Insurance Assn., Monday conferred 
with D. C. tax officials concerning the 
proposal. It is said that a life company 
here, on the basis of 1952 operations, 
under the D. C. proposal would pay $10 
additional tax in other states for every 
dollar of additional taxes paid in D. C. 

A surety company reportedly figured 
while it would have to pay only $4,000 
additional here, its tax bills in the 
states would be upped by $80,000. 





Seek Phila. Dues Here 


A proposal to increase dues of Phila- 
delphia Assn. of Life Underwriters $5 
per year will be taken up at a special 
meeting Dec. 10. The increase is pro- 
posed in line with the NALU dues hike 
Dues are now $15 for active members 
and $10 for associate members. Gen- 
eral agents will now be asked to pay 
$55 or $60 per year depending on their 
agency production. 











AS SE EEE DEEPEST ree 
ARETE FLERE Tr 
SAE EE Ee EEE ETER ERT 








AT 














LIFE INSURANCE PROTECTION 


“Fire Insurance Rates’ 


$104,800.00 
IMMEDIATE PROTECTION 
































for only 


$480.90 a year 
(at age 35) 


When your clients ask for life insurance at 


Budget Plan... 




















“fire” rates, tell them about U.S. Life’s special 
a combination of 5-Year 
Renewable Term plus our unique $50-a- 
month per $1,000 income rider. 


Our agencies are specialists in brokerage and 
surplus business. Call your U.S. Life agency 
or write home office for details. 
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Witnesses Tell Senate Group Federal Laws 
Best Way fo Regulate Mail Order Insurance 


WASHINGTON—Mail order insur- 
ance problems were dealt with at a 
hearing before Senator Langer, chair- 
man of the judiciary committee, when 
several government officials testified. 
The hearing was recessed subject to 
call, when state commissioners and 
insurance representatives will be given 
opportunity to appear. 

National Assn. of Insurance Commis- 
sioners, meeting at Miami Beach, had 
planned to send a three-man commit- 
tee to tell the committee the states have 
the problem in hand when it was an- 
nounced there that the hearing had 
been adjourned indefinitely. 

James Miller, committee counsel, 
who assisted in examining witnesses, 
referred to federal trade commission 
“jurisdiction” as “conditional”. “We 
have jurisdiction ‘if’, ’’ he said. 


Robert R. Sills, who succeeded W. J. 
Thomas as FTC attorney handling in- 
surance matters, appeared for that a- 
gency. The situation as regards state 
law and limited federal jurisdiction 
was characterized as a “hodge podge”’. 

As a possible “cure” for alleged mail 
order evils, it was suggested federal 
legislation would be the best thing, 
as Sills said FTC procedures are not 
adequate to deal with the problem. 

David Murchison, assistant to FTC 
Chairman Howrey. said the latter has 
had surveys made of commission pro- 
cedures, enforcement vowers. etc.. with 
special attention to insurance matters 
and that nation-wide investigation of 
A&H and hospitalization plans under 
FTC jurisdiction is planned. Studv will 
be given of how the law should be re- 
vised. 

Miller said state commissioners’ re- 
ports suggested “many statutory” rem- 
edies. He hoped the committee could 
come up with legislation to “ston this.” 

Sills suggested something like the 
Hobbs bill mieht he the answer. to 
nrohibit a mail order comnanv from 
doing business in anv state where it 
is unlicensed. 

Interest of the life insurance indus- 
try in the matter was evident from 
nresence during the hearine of Ralnh 
MeNair and Robert Tavlor of Tife JIn- 
surance Assn. and Clarence Klocksin. 
retired Northwestern Mutual ¢veneral 
counsel now revresentine National 
Board of Fire Underwriters in Wash- 
ington. 

Sills reviewed the history of activi- 
ties in the mail order field, including 
brief reference to the fair trade prac- 
tice rules for members of that industry. 


Discussing jurisdictional problems, 
Sills referred to a company operating 
in six states. Five of them have laws 
against false and misleading represent- 
ations which can be dealt with by the 
state commissioners. Sills was asked 
whether FTC has to get information 
from a state commissioner as to what 
he can do and will do, before taking 
any action. In some cases this has been 
done. Commissioners expressed differ- 
ent opinions, Sills said, “some saying 
‘yes’, some ‘no’, some ‘so what?” 

“Is that state regulation?” asked Mil- 
ler. This problem has been considered 
since 1946, it was stated. Reviewing 
some state laws, it was testified the 
Supreme Court held Virginia could 
reach mail order companies under its 
‘blue sky’ law. Massachusetts and 
Rhode Island regulate advertising of 





insurance companies not license, ; 
those states. West Virginia requirg 
company doing business there to 
ply with laws of its home state. 

Sills said it is a “full time job” 
lyzing FTC insurance files. The 
survey indicated “gross” false advert, 
sing claims by A&H mail order 
nies, it was stated, and the commis 
feels there “should be early and eter, 
ive investigation and prosecution.” 

e e e 

Langer wanted to know why ma, 
prompt action could not be had tr 
protection of people. He inquired y 
Murchison whether FTC had had ay 
joint meeting with postal and jUstig 
officials about the problem. Witny 
said he could not speak for FTC “pred, 
ecessors”, but we are trying to wor 
with other departments and agencig 
Sills said postal authorities sat in wit 


FTC in drafting the trade practigf | 


rules, “but there has been very lit 
liaison.” The postoffice can only de! 
with fraud, he pointed out, where, 
a good deal of the advertising is “sho 
of fraud”. 

James P. O’Brien, head of the Dp 


partment of Justice fraud unit, si 


ad writers are careful to avoid illegal. 
ity. 

Sills, referring to company report 
received, said some showed a 3004 
loss ratio, but one company had take 
in over $800,000 and paid out on} 
$2,000 in claims. Submitting a repor 
from NAIC, he said a single employ 
in a commissioner’s office examine 
and approves thousands of mail orde 
policies in a short time, and questioned 
whether that is adequate supervision 
He said other comissioners decided to 
wait and see how a California law is 
administered as to what should ani 
should not be in a policy. Sills said 
North Dakota is the onlv state having 
a Jaw under which it can control ad- 
vertising going out of the state. 

“Put that in the record.” said Langer. 
“I am verv proud of that statute. We 
also have the very best blue skv law” 
He added FTC can go into his state ant 
it will get cooveration. 

William C. O’Brien, Postoffice De 
partment assistant solicitor, said mail 
order enterprises dealt with have in- 
sured “everything from accidents to 
marriage and baby deliveries”. The 
largest group of cases were around 1946 
and °47, and complaints against mail 
order ‘schemes are not nearly as nu- 
merous as they used to be.” He added 
“we have ample authority to deal with 
fraud. Aside from imprisonment and 
fine penalties under the mail fraud 
statutes, another great penalty may be 
deprivation of use of the mails.” 


M. L. Goldsmith, Chicago postoffice 
inspector, testified at length about mai 
order and methods of dealing with it 
Contrasting life insurance, which he 
said is “more or less standardized”. 
with A&H and hospitalization, he said 
the latter is “like a child running wild, 
out of control. There is no proper regu: 
lation,” he added. 

“Purpose of the committee is to de- 
vise means of protecting the public, 
remarked Langer. 

Goldsmith indicated that in some 
cases mail order policies are never a> 
proved by state insurance departments 
and in some case they are sold, though 
not advertised. ‘ 

Companies that sell hospitalization 
(CONTINUED ON PAGE 24) 
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Skirt Big Question 
on Credit Life, ASH 
at NAIC Meeting 


MIAMI—The committee on credit 
life and credit A & H at the NAIC 
meeting Monday morning held a ses- 
sion to gO Over in some detail the pro- 

rules and regulations to govern 
this activity that were formulated at a 
meeting Aug. 27 at Columbia, S. C. 
sullivan of Kansas presided. 

It was a well attended but dull ses- 
sion, with attention being given to 
minor matters of draftsmanship. This 
is in the nature of sparring, as there is 
a big question on whether there should 
be any such regulation attempted at all 
and that issue was not confronted on 
this occasion. 

At one point Ralph Alexander, 
Pennsylvania deputy, asked whether 
these rules are intended to apply to 
credit cover placed under group plans. 
When he was told that it is a horse of 
another garage and the rules are not 
intended to be applicable, he announc- 
ed then that Pennsylvania would put 
up a last ditch fight against action be- 
ing taken. He apparently feels that if 
there are to be any such rules they 
should cover group plans as well. B. 
M. Anderson of Connecticut General 
suggested the problems are different 
and that the group situation comes un- 
der a different heading. 

Leggett of Missouri asked what if 
Boe was being proposed on re- 
serves on group A & H. Waldo Cheek, 
former North Carolina commissioner 
and now with Independence Life of 
North Carolina, said in his state there 
was set up the requirement of a 22142% 
“irrevocable” loss reserve to take care 
of catastrophes. He voiced the belief 
the loss ratio is on the rise and that 
the commissioner ought to think about 
solvency questions. 

Mr. Cheek also offered an amend- 
ment to one of the rules, so that it 
would read in effect that exceptions in 
the A & H policies should be a mini- 
mum consistent with the rate structure 
and the benefits shouldn’t be unrea- 
sonable in relation to the premium 
charged as contemplated by the all- 
industry bill. 
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West Coast Life Passes 
$350 Million In Force 


West Coast Life topped $350 million 
of insurance in force at the end of 
October. This represents an increase 
in insurance force of more than 100% 
during the past 7 years, and a gain of 
15% or $45 million since the first of the 
year. 

Due in large part to the expansion of 
its group operations, the company also 
expects to hit a new production high in 
1953, with paid life volume for the 
year exceeding $50 million. 
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von Pein Gets Tex., La. Post 


J. Henry von Pein has been ap- 
pointed group representative in charge 
of the Texas and Louisiana territory 
for State Mutual Life. His headquar- 
ters will be in Houston. 

Mr. von Pein has been in the group 
business for 15 years, beginning with 
Travelers in 1938. He is an air corps 
veteran of World War II and also 
served during the Korean conflict. 
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Continues Dividend Scale 


Dividends Payable during 1954 by 
ome Life on ordinary policies will be 
continued on the same scale as 1953, 
with payments for the first quarter of 
1954 now authorized, according to a 
company release. When year-end fig- 


; in some 
never ap- 
partments, 
id, though 


vitalization 
24) 












ures are compiled, dividends for the 
balance of 1954 will be authorized. 
Dividends in 1954 will be about 10% 
more than 1953, primarily because of 
the insurance involved. 





Schriver on Philadelphia Card 


PHILADELPHIA—Lester O. Schri- 
ver, managing director of National 
Assn. of Life Underwriters, will talk 
on “What Makes Them Buy” at the 
Dec. 10 luncheon of the Philadelphia 
Assn. of Life Underwriters at the 
Warwick hotel. 
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SIR PLUS says: ror Your Surplus BUSINESS INSURANCE, 
PENSIONS, PROFIT-SHARING PLANS, SEE CM 


Sun, Canada, Has Best 
President's Month 


November was the most successful 
President’s Month in the history of 
Sun Life of Canada. In honor of George 
W. Bourke, 11,071 applications were 
turned in by 91.3% of the company’s 
fulltime field force in more than 20 
countries throughout the world. 

The new business total was more 
than $90 million. The Vancouver 
branch wrote the greatest number of 
applications—368—while Philadelphia 


produced the greatest volume. Among 
individual agents, H. H. Hyman of Re- 
gina led in applications, while J. I. 
Taylor of Philadelphia and L. A. Little 





of London, England, turned in the 
greatest volume. 
Add Speaker for LIA Rally 


President Ralph C. Hutchinson of 
Lafayette College has been added to 
the list of speakers scheduled to ad- 
dress the annual meeting of Life In- 
surance Assn. at the Waldorf Astoria 
in New York City next week. 











Use of income settlements guaranteed by con- 
tract to corporations and partnerships 


5. 


Wide range of life insurance and annuity plans 


Liberal discount of future premiums — as many 


special help on difficult cases 


4. 


Albany 1, N. Y., James T. Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 

121 East Tijeras Ave. 

Atlanta 3, Ga., P. L. Bealy Smith, 

Citizens & Southern Bank Bldg. 

Baltimore 1, Md., Thomas W. Harrison, Jr., 

307 North Charles St. 

Birmingham 3, Ala., Stewart H. Welch, Jr., 
Brown-Marx Bldg. 

Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 
Boston 9, Mass., Rob’t. B. Whittemore, 82 Devonshire St. 
Bridgeport 3, Conn., Harry E. Duffy, 

Bridgeport-City Trust Co. Bldg. 

Buffalo 2, N. Y., Jack O’Bannon, Liberty Bank Bldg. 
Charlotte 2, N. C., Philip F. Howerton, Johnston Bldg. 
Chicago 3, Ill., W. G. Van der Voort, 39 South LaSalle St. 
Chicago 2, Ill., Henry C. Hunken, 1 North LaSalle St. 
Chicago 3, Ill., James F. Ramsey, Field Bldg. 
Cincinnati 2, O., James H. Farrar, Carew Tower 
Cleveland 14, O., Harry H. Kail, Leader Bldg. 
Columbus 15, O., Victor K. Miller, Beggs Bldg. 

Dallas 1, Tex., Everett F. White, 107 North Field St. 
Davenport, Ia., Paul C. Otto, Davenport Bank Bldg. 
Decatur, Ill., W. Robert Moore, Citizens Bank Bldg. 
Denver 2, Colo., Norris E. Williamson, 

U. S. National Bank Bldg. 

Des Moines 9, Ia., Sherry R. Fisher, Fleming Bldg. 
Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bldg. 
Erie, Pa., James J. Reid, Palace Bldg. 

Fort Worth 2, Tex., Thomas N. Moody, 

W. T. Waggoner Bldg. 

Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg. 

Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker Bldg. 

Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 
Houston 2, Tex., The Shepherd Agency, Esperson Bldg. 





2. Individualized home office proposal service and 


3. Flexibility of CM change of plan clause 


“Combination” plans available (with deposit ad- 
ministration by CM on pension plans if desired ) 


near you 


6. 
7. 
8. 
9. 


Huntington 9, West Va., R. Homa Houchin, 
First Huntington Nat'l Bk. Bldg. 
Indianapolis 2, Ind., Claude C. Jones, 
1812 North Meridian St. 
Jacksonville 2, Fla., Victor W. Wilson, Lynch Bldg. 
Kansas City 6, Mo., L. B. Leach, 1016 Baltimore Ave. 
Knoxville 02, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 
Long Beach 12, Calif., C. Carter Schneider, 
F. & M. Bank Bldg. 
Los Angeles 5, Calif., Melzar C. Jones, 
3440 Wilshire Blvd. 
Los Angeles 17, Calif., Edward B. Bates, 
609 South Grand Ave. 
Louisville 2, Ky., Moss & Moss, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 


Miami 32, Fla., F. R. Anderson, Pan American Bk. Bldg. 


Milwaukee 2, Wis., Kenneth W. Jacobs, Bankers Bldg. 
Minneapolis 2, Minn., Frank J. Lynch, 
Northwestern Bank Bldg. 
Nashville 3, Tenn., Norris Maffett, 814 Church St. 
Newark 2, N. J., Edward C. Jahn, 
The Commerce Court Bldg. 
New Orleans 12, La., Thomas F. Barrett, Jr., 
Factors Bldg. 
New York 6, N. Y., The Fraser Agency, 
J. M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., David B. Fluegelman, 6 E. 45 St. 


New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 St. 
New York 17, N. Y., Halsey D. Josephson, 527 Sth Ave. 


New York 17, N. Y., 6 E. 45 St. 
Norfolk 10, Va., D. Conrad Little, Royster Bldg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin St. 
Oklahoma City 2, Okla., Robert H. Carter, 

Republic Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th St. 


Peoria 2, Ill., Chester T. Wardwell, Cent. Nat'l Bk. Bldg. 
Philadelphia 3, Pa., John C. Knipp, Jr., Architeets Bldg. 


as 20 premiums at 212% 
The on-the-spot know-how of the general agency 


Excellent competitive net cost on all plans 


High return to beneficiary 
(1953 rate — 314%) 


Facts, Figures, Proposals gladly furnished. Phone or write our nearest office. 


Philadelphia 3, Pa., Vernon S. Mollenauer, 
1616 Walnut St. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., The Merrifield Agency, Equitable Bid: 
Providence 3, R. I., Walter K. R. Holm, Jr., 
Industrial Trust Bldg. 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bldg. 
Rochester 4, N. Y., Robert M. Williamson, 
Lincoln-Alliance Bank Bldg. 
Rockford, Ill., Francis P. Beiriger, 
Rockford News Tower 
Rutland, Vt., C. Carlton Coffin, Jr., Mead Bldg. 
St. Louis 1, Mo., Jack Hensley, Arcade Bldg. 
St. Paul 1, Minn., Joseph A. Diefenbach, 
Pioneer Bldg. 
Salt Lake City 1, Utah, Max S. Caldwell, Judge Bldg. 
San Antonio 5, Tex., G. Archie Helland, 
Frost National Bank Bldg. 
San Diego 1, Calif., Alpheus J. Gillette, 
1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 
315 Montgomery St. 
Seattle 1, Wash., Edward U. Banker, 
1411 Fourth Ave. Bldg. 
South Bend 1, Ind., P. A. Hummel, 527 Sherland Bldg. 
Spokane 4, Wash., Thomas R. Carey, Med. Cent. Bldg. 
Springfield 3, Mass., Wallace C. Brunner, 95 State St. 
Syracuse 2, N. Y., Limon E. Stiles, Heffernan Bldg. 
Toledo 4, Ohio, Floyd A. Rosenfelt, United Savings Bld 
Utica 2, N. Y., Frank H. Wenner, 
Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McElfresh, 
Woodward Bldg. 
Wichita 2, Kan., O. Lynn Smith, 
Kaufman Building 
Wilkes-Barre, Pa., Frank Carlucci, 44 West Market St. 








An Advertisement Presented in the Public Interest by New York Life 


Should your child 
be a lawyer ? 


BY ROSCOE POUND 


FORMER DEAN 


OF HARVARD LAW SCHOOL 
As told to Donald Robinson 


{ions AND AGAIN, parents come to me asking whether 
their sons should choose the law as a calling. This is 
what I tell them: 


“It’s a long, hard grind to become a lawyer, but it’s 
worth it.” 


I then go on to say: 


“1 know of no other profession that offers a boy so 
much’ opportunity for achieving wealth and prestige 
and, at the same time, affords him such possibilities for 
rendering real service to his community, his state and 
even his country.” 


In my opinion, you would be well counselled to make 
the same points to your son if he is wondering what to 
do with his life. I realize modern psychologists hold that 
a parent should never urge a child to enter any field 
which he doesn’t like. And I agree. Still, a little sound 
advice can do a child a lot of good. I say that on the 
basis of my own experience. 


When I was a senior at the University of Nebraska— 





that was quite a while ago, in 1888, to be exact—I 
started to think very seriously of botany as a career. The 
reason for this was simple. I was studying under an ex- 
ceptional old professor of botany who had me all excited 
about his subject. Luckily, I asked my father what he 
thought of it. Father was a man of practical, good sense 
and he quickly convinced me that I was much better 
suited for law than for botany. I have been deeply 
grateful to him ever since. 


There are two big things for you to remember about 
the practice of law. 


One is that it provides so wide a scope for the appli- 
cation of a boy’s native gifts. 


A lawyer can be primarily an advocate—a trial man, 
representing his clients in court before judge and jury. 
Or he can be chiefly an adviser, showing his clients how 
to stay out of court, informing them exactly what rights 
and what duties they have in the conduct of their affairs. 
Or, like many country lawyers, he can be a general prac- 
titioner and handle virtually every sort of legal activity. 
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Or, if he prefers, he can concentrate just on teaching 
writing about the law. j 


Each of these categories, of course, has its own 
vantages. 


The advocate is constantly in the public eye. 
adviser, especially if he gets to be the attorney for 
enterprises, may often have a far-reaching effect up 
the national economy. The general practitioner cat 
the same warm relationships with people that a fami 
doctor enjoys. The law teacher and writer can make@ 
enduring name for himself. 


But all of these categories have one thing in comma Fig 
They will all bring a good lawyer the respect of hs 
neighbors and associates and, as a rule, a substantil 
income. 


And that’s not all. The good lawyer can also look 
forward to proffers of ranking, remunerative posts #7 
finance or industry. The heads of many of the greats 
corporatjons in America started out as attorneys. 
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The second and perhaps the most significant thing for 


to bear in mind about the practice of law is the 
it gives a boy for public service. 


; have always been leaders of public life in 

: ~Twenty- -four of the signers of the Declaration 
a endence were lawyers. Twenty-one Presidents 
be a States were lawyers. Congress and the 
‘ievislatures have been mainly staffed by lawyers. 
scout, no less than 18,000 lawyers were serving 
states, counties and cities as governors, judges, 
¢ attorneys and city corporation counsels. Thou- 
more were holding other important government 


be truth is that there is no better avenue to political 
vement and service than the bar. 


But is there room for more lawyers?” Parents con- 
ask me that. 
nVe jably answer them, “Yes.” 


recog ize that there are more than 200,000 lawyers 
he United States today. Yet I know for a fact that 


fe is a need for more good lawyers. 


y must never forget, though, that it takes a lot of 


d work to become a good lawyer. 
bo must first spend at least three years in college; 


ime states four. And he must get high grades or he 
A be accepted by an accredited law school. If he is 
ted to law school, he next must put in three years 
more intensive effort in order to win the cherished 
of Bachelor of Laws. 


a then his hard work is not done. 


Hhas to “pass the bar.” This is an examination 


Bby the various states to determine whether a man 
athorough knowledge and understanding of the law. 


ial as the capacity for hard work is, I don’t want 
to think that it is the sole prerequisite to success in 
lega profession. After a half-century of teaching the 
I know that a boy must have certain other natural 


utes, as well. 


lo. 1 is character. A lawyer must have integrity, 


if and, above all, a keen sense of honor. 


or ier ago, a distinguished Chief Justice of the 


Duct of Tennessee told his son, 


N a man is fit to be a lawyer who is capable of telling 


was right. 


No . 2 i is common sense. Millions of dollars may rest 


na Tawyer’s judgment. He, therefore, must be able 


give solid advice. 


a substantil Ss dramatic than the work of the trial lawyer, but equally 


tive posts i 
r the greatest 
rneys. 


tant, is that of the attorney who acts as legal adviser to 
an also look fividu 
t corporations have legal backgrounds. 


S and business organizations. The heads of many 


As in most other professions, intensive study begins 
early—and never really ends. All through their years 
of practice, lawyers must keep up with changes in 
legislation and with important court decisions. 


No. 3 is self-reliance. A lawyer must be the kind of a 
man who can keep his head in an emergency. The life, 
liberty and fortunes of many people may be contingent 
upon his levelheadedness in a crisis. 


No. 4 is patience. A lawyer frequently has to deal with 
rash, obstinate persons. He cannot afford to lose his 
temper, not if he is to persuade such people to do what 
is best for them. 


No. 5 is the ability to think logically. A lawyer must 
be able to see through empty words and specious argu- 
ments to their true significance. The great U. S. Supreme 
Court Justice, Oliver Wendell Holmes, phrased it in this 
fashion: 

“The law is not the place for the artist or the poet. 
The law is the calling of thinkers.” 


No. 6 is the ability to write clearly. The property of a 
lawyer’s clients may depend upon the manner in which 
he drafts wills, contracts, mortgages and other legal 
documents. When a case goes to court, a lawyer cannot 
say to the judge, 

“Your honor, I actually meant to say it this way...” 

It may be too late then. 


No. 7 is courage. To be worthy of the name a lawyer 
must be ready to advocate the cases of the poor, the 
friendless, the oppressed, and the accused laboring under 
heavy burdens of prejudice, discrimination and public 
agitation, so as to assure them a fair trial and adequate 
presentation of their cases. 


Naturally, a boy contemplating a legal career must 
also have a genuine interest in, and respect for, the law. 


You probably wish to learn now how expensive it will 
be to put your son through law school. It will be costly. 
That I admit. College tuition is heavy and so are law 
school fees. Some law schools charge as much as $750 
a year tuition, and to that you have to add the cost of 
books and board. 


However, that doesn’t mean that the sons of poor 
parents cannot become lawyers. They can! 


State universities, with their low tuition rates, make 
it possible for a boy to get a good preliminary education 
even if he doesn’t have much money. Furthermore, 
many state universities have law schools for which the 
tuition rates are also very low, in some instances less 
than $50 a semester. In addition, most private law 
schools give scholarships to boys with outstanding 
records, 


And it is still perfectly feasible for a determined boy 
to work his way through college and law school. I have 
known many, many boys who have done it and then 
gone on to make a big success. 


What about women lawyers? 


A torrent of legal briefs has gone over the bench since 
the first American woman was admitted to the practice 
of law in 1872. Today, more than 4,000 women are in 
active law practice. Many of these women lawyers are 
doing well, especially in government work. But, on the 
whole, the law remains a man’s calling. 


For the good lawyer it is a wonderful calling. As that 
eminent lawyer and statesman, Joseph H. Choate, said: 


“To establish justice, to maintain the rights of man, to 
defend the helpless and oppressed, to succor innocence, 
and to punish guilt, to aid in the solution of those great 
questions, legal and constitutional, which are constantly 
being evolved from the ever-varying affairs and business 
of men are duties that may well challenge the best powers 
of man’s intellect and the noblest qualities of the human 
heart.” @ @ @ 


HOW TO HELP YOUR CHILD 
PREPARE FOR ANY CAREER 


Whether your child is a toddler or in his teens, you are 
the keystone to whatever career he is to build. Your task 
is to inspire, guide and make possible. In the course of 
building his career many people will make contributions: 
teachers, researchers, specialists of many kinds. 


One specialist—and his training and devotion to duty 
earn that title for hin—is your New York Life agent. 
It is never too soon to enlist his aid—for he can help 
you to make sure that the future you plan for your child 
will become a reality. 

You'll find additional help in the pamphlet, “The Cost 
of Four Years at College.” Send for a free copy at the 
address below. 


NEW YORK LIFE 


Insurance Company 
51 Madison Ave., Dept. 2-P, New York 10, N. Y. 


The New York Life Agent in Your Community is a Good Man to Know 


THE SECOND OF A SERIES OF_ ADVERTISEMENTS PRESENTED TO HELP GUIDE AMERICA’S .CHILDREN TO ‘ BETTER FUTURE 
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Texas Fraternals Elect 


Winchester President 


W. H. Winchester, Austin, Brother- 
hood of Locomotive Firemen & Engine- 
men, was elected 
president of Texas 
Fraternal Con- 
gress, succeeding 
Mrs. Thelma 
Smith, Woman’s 
Benefit Assn., at 
the annual meeting 
at Houston. Others 
elected were Joe 
T. Steadham, Aus- 
tin, Brotherhood 
v of Railroad Train- presi 
W. H. Winchester men, 1st vice-pres- ' ' ociat 
ident; Mrs. Clara lr | ] Il ] Il C n 4 
P. Lindsey, San Antonio, Degree of » fut 
Honor, 2nd vice-president; J. F. Chu- bd a 
pick, Temple, Slavonic Benevolent Or- Al q 6 
der of Texas, 3rd vice-president, and 
; Rex James, Austin, Praetorians, sec- 
"3 ae retary-treasurer. 
with the Equitable Life of Theme of the convention was “youth” ee 
lowasaeans "Sales nT and among National Congress officials P.P. BURNETTE, Pacific Mu: 
Pox present were Mrs. Agnes Koob, vice- General Agent at Norfolk. \ 
tion. Letters". In six short president and supreme president of oso. hac d 7 
“9 ? Ce is Woman’s Benefit Assn.; Carl Beibers, since , Was doubled | 
months, since its introduc- National executive committeeman and wency production annually | 
tion, the Sales Promotion president of Sons of Hermann; Mrs. agency Pp ‘ _ 
a a ee Lena A. Shugart, National director, the past 3 years. “My age: 
y member of Woodmen Circle and past- 


the Company's Career Life president of the Texas congress. 


Underwriters most effec- 
Statement Directions in Cal. audio-visual program tor ¢ 


tively in both prospecting 7 Se , 

A equirements and directions for pre- tee oy ee es 
and selling. ola aamal suena tenses ting good men into produc 
with the bases for valuation of securi- fast,’ says Burnette. ‘Here 
ties and other admitted assets, have ee —_ 
been sent to all companies operating in recruiting and training tool} 
California. The regulations are in- j flict 
UNDERWRITERS cluded in amendments to provisions of pret ee 10 tO Parte Bt 

aad the California administrative code development.” 
which guides the commissioner in his 





building pattern is tightly ¢ 


into Pacific Mutual's ; 


~tate 


EQUITABLE LIFE INSURANCE COMPANY regulatory and administrative duties. 
The er: ee, and eo" 
structions are for the guidance o : 
of IOWA all companies, reciprocals and fratern- 1 

als. Much of the requirement is based \ 
FOUNDED IN 1867 IN DES MOINES ‘ upon the formulae of National Assn. of Fi 

; Insurance Commissioners, with varia- 
tion to comply with California law. 


Plans Two 1955 Rallies 4. nder 
Pacific Mutual Life has scheduled _a a prauduls 
a three-day national agents’ conver f | follusio! 
tion for the summer of 1955 at the shops; 
Banff Springs ype Oe pp Alberta. & P| holders 
The qualifiying peri opened Nov. Stel Btricken 
16 and will run through June 15, 1955. PS oo utab 
The company has chosen ne e Py 2 helj 
Lake Louise for its 1955 conference o} P 4 :. 
the Big Tree club, composed of lead- ; (of os | ic on 


’ y ing producers, who will meet the three fering 
days preceding the agents’ convention. MM + | hat ? 
utual & 


OFFERS oo New Pru Brokerage Agency hehe 


A . . . A new Prudential brokerage agency 
scare teats gest and general agent's contracts to those looking has been opened at Minneapolis with 
‘ 5 : m e P 

Complete line of Life Insurance policy contracts from birth to age 65 with full rece in peerage eects HOME OFFICE 
death benefit from age 0 on juvenile policy contracts. for 25 years, has been division man- 
Complete line of Accident and Health policy contracts with lifetime benefits. ager there for the company. Pruden- 
Individual Family Hospitalization contracts with surgical, medical and nurse tial’s Minneapolis agency is headed by 

benefits. Burton W. Bauernfiend. 
sisi To be known as Monroe Severson & 
et —— a Associates, the new agency will move 
ucational program for tieldman. to Prudential’s new regional home of- 
° fice building on Wayzata boulevard 

Strong, Progressive Company , 
- when that structure is completed. 
Older than 85%, of all legal reserve life ° 


ENTERED Caepaes e Twelve full-color paintings, by 

COMPANY'S EXPANSION PROGRAM OFFERS Henry Sutter, noted artist, depicting 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, a beet gay nineties, illustrate the 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin Life portsmen’s Calendar of Aetna 








LIFE INSURANCE COMPANY 


LOS ANGELES, CALIFOR. 


1868 


LIFE » ACCIDENT & HEALTH 


NORTH AMERICAN LIFE INSURANCE COMPANY e Equitable Society is financing sale RETIREMENT PLANS +» GROUF 


OF CHICAGO of the Dupont Circle building in Wash- 
ington, D. C., for a sum exceeding $3 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT million, to Fox-Long Realty Corp., 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS New York City. Original purchase 
price was $1.8 million. 
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rier Business Bureaus 
st Get More Support 


»Drop Insurance Work 
new YORK—The Assn. of Better 
meiness Bureaus faces the necessity 
-gropping its insurance activities 
ecs it can get about a 10-fold in- 
ese in its contributions from insur- 
ne companies. The association puts 
cost of its insurance work at about 
59000 a year, whereas total insur- 
me company contributions to the 
Her Business Bureau’ insurance 
md. after two years of personal calls 
d correspondence, total $25,590 from 


insurers. 
president Victor H. Nyborg of the 
siation has just written to more 
» 400 insurance companies about 
ie future of the fund, pointing out 
the association is considering 
hdrawing from its efforts to create 
Hison between the insurance business 
rally and the 97 local better bus- 
ss bureaus. He asked for “any com- 
gt pro or con, that you may make to 
BERGE, us reach the right decision.” 
forfolk, \ 4 . ¢ ° om: 
Mr. Nyborg recalled that the original 
nose in asking for insurance com- 
my contributions to the insurance 
d were to reimburse the local bu- 
saus for work they are called on to do 
S connection with insurance matters 
d to help reduce the number of re- 
tual’s n nests to insurance companies from 
ireaus in many cities for direct finan- 
gl support. He made it clear that 
mtributions are being sought for the 
fund, not that for the current 


oubled | 
annually: 


“My adver 


K 


tightly ¢ 


am for yg 
product 


me tan E 

‘Mr. Nyborg asked the insurers he 
ote to whether they felt the associa- 
yn should make every effort to con- 
ye working with the insurance 
asiness on behalf of the public and the 
usiness and if they favor this, whether 
@ company addressed is willing to 
ibe from $250 up to $2,000, de- 
nding on size of company. Four of 
le 53 companies already contributing 

putting in $1,500 each. 
Citing practical steps being taken by 
business bureaus, Mr. Nyborg 
pted that an investigation is now 
Wemmnder way in a test city to expose 
a fraudulent claim adjustments made in 
{ @jmollusion with cheating auto repair 
shops; that bureaus served policy- 
holders and companies well in storm- 
stricken areas by screening out dis- 
feputable contractors; that bureaus 
helping post commanders in con- 
ection with supervising life insurance 
ferings to military personnel; and 
hat in the A & H field a booklet has 
developed to help policyholders 
Ad prospects and will soon be off the 


ress. 


ung tool | 


ght aver 


fic 
rod 


OMPAN! 


0 & * e 

Lack of more general responsiveness 
hong insurers to bureau proposals has 
¢n mainly on the ground that insur- 
te departments serve the same pur- 
as the bureau in answering 

plicyholders’ questions. BBB people 


ground that their activities are not the 
ones that the bureaus get complaints 
about. However, the bureau people 
point out that this is ordinarily the 
case in any line of business—the repu- 
table companies pay the freight and 
the ones indulging in questionable 
practices stay out of the bureaus and 
are not wanted as members. 


e Charles B. McCaffrey, assistant di- 
rector of agencies of Northwestern 
Mutual, will address Chicago CLU 
chapter Dec. 8 on “Professional and 
Personal Service Partnerships”. 


Urges Stepping Up Efforts 
to Show Inflation’s Effect 


on Insurance Programs 


NEW YORK—Life companies and 
their agents were strongly urged to 
play a greater role in aiding policy- 
holders to keep insurance in line with 
inflated values by State Senator Mal- 
colm S. Forbes of New Jersey in an 
address before a meeting of New York 
CLU chapter. 

Due to inflation, the senator said, 
most insurance programs have been 
worth less and less every year for 


some time and yet this is not always 
recognized, unless the insurance ex- 
perts point it out and aid in replacing 
the lost values. 

Senator Forbes also said that many 
things which affect the values of such 
things as life insurance are frequently 
matters of public and legislative dis- 
cussion and the life insurance busi- 
ness, on behalf of its policyholders, 
should be on the alert to state its opin- 
ion, rather than to let the issue be lost 
by default. 


e Union Casualty & Life has entered 
Florida. It is now licensed in 15 states. 








The Foresighter 
The Protect-Her 


The Securitor 


The “Keener” Way To 


Build Your Financial Security 


— For children 

— For women 

The Compensator- For saving 

— For supplementing 
social security 


TYPICAL CONTRACT BENEFITS FOR 


Liberal first-year commissions 
Monthly expense allowance 


Use te BETTER TOOLS | 


offered you in MIDLAND MUTUAL'S Prosperity Cowhact 


Make every "Selling Stroke” count with these unique quick closers 


The Cancellator ~— For mortgage 
The Annuitor 


— For protection and 
retirement income 


The Econo-Check — For easy payments 
Plus other unusual Selling Aids 


AGENTS AND GENERAL AGENTS 


Attractive retirement plan 
Success-proven training plans 


Extra 2nd and 3rd year commissions 
(For agents only) 
Continuous service fee after vested re- 


Group life for career men 


Expense - free compensation plus Ist 
year and renewal overridings (Gen- 


newals expire eral Agents only) 


@ Vested overriding renewals whether you live, die or quit 
(General Agents only) 


lunter this, however, by saying that 
bureau usually is within easier reach 
h the insurance department and 
t when a bureau suggests taking a 
Mplaint or a question to the insur- 
te department it often is not fol- 
ed through and the policyholder 
oinues his resentment against the 
urer. Bureaus have found that it is 
h possible to clear up complaints 
ac misunderstandings at once. 
Another objection sometimes made is 
lat the bureaus are trying to police 
business but the BBB leaders say 
uS IS not so. 
Many insurers object to contributing 
(the BBB insurance fund on the 


TERRITORIES OPEN: 
Agency opportunities are open 
in these states 
INDIANA 
MICHIGAN 

ILLINOIS 


Write for full details on our Prosperity Contract, if you’ve had 
some successful insurance experience and are 28 to 50. Address: Rus- 
sell S. Moore, Manager of Agencies. 


The MIDLAND MUTUAL Life Insurance C., 


250 E. Broad Street, Columbus 16, Ohio 


OHIO 
PENNSYLVANIA 
NEW JERSEY me 
WEST VIRGINIA 10 
KENTUCKY CALIFORNIA 


NORTH CAROLINA 


EALTH 
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Volumes 1 and 2 of “Examination of Lé ‘ 
Insurance Companies,” published by der 
the New York department, are off the CALIFORNIA ] ai t 
press and may be ordered prepaid from . ae — 
the department at 61 Broadway, New 
York City, at $15 per set. They are not COATES, HERFURTH & vey of é; 
sold separately. They are the first of ENGLAND eae 
a series of six volumes on the subject. and foul 
the last volume providing a compre- Part CONSULTING ACTUARIES gia, alon 
hensive index for the entire work. jan Francisco © Denver — Los Angyy ages on 
Prepared under the direction of [| B the Bar 
Deputy Superintendent Adelbert G. j 
Straub, Jr., the volumes consist of a GA. VA.-N.Y. 20g 
series of lectures delivered before the i. 
examiners of the New York depart- BOWLES, ANDREWS é& The 
ment. Contributors are department TOWNE could be 
members, and officers and actuaries of ; : appeals 
some of the leading insurers. Consulting Actuaries appeal f 
hye sage 1 opens with vs yan Employee Benefit Plans 
tion to the entire series by Superin- || Atlanta « Rich ds ; 
tendent Bohlinger, who outlines the — casi New Yor Amer! 
purposes of the lecture series. Part 1, . 
“The Agency of Regulation,’? comprises ILLINOIS Zeskir 
contributions by deputy superintend- Stanle 
ents on the history and organization supervis 
of the department and of National CARL A. TIFFANY & Co, | more an 
Assn. of Insurance Commissioners. Part CONSULTING ACTUARIES can Ban 
2 of Volume 1, “The Insurance Busi- 211 West Wacker D Mr. Z 
ness”—lectures by prominent offi- aus. jumbus 
cers of insurance companies—includes Telephone FRanklin 2-2633 was leac 
every major branch of the business in a and sold 
historical account and detailed presen- SF ness. 
tation of current practices. The major 
classes of insurance are dealt with in Harry 5 eee 6 Som 
separate lectures. Fraternal insurance, and Actuaries , Connk 
reinsurance and the merging multiple 10 S, La Salle St., Chicago 3, Illinois . 
line concept also are developed in de- Harn Rg ry FRankdin 2-4020 Mail-( 
tail. ; ; M. Wolfman, F.S.A. Wm. H. Gillette, grap Const 
Volume 2 is a presentation of tech- M. A. Moscovitch, A.S.A. Ww. P cut. lav 
niques and procedures used by the Robert Mera! order it 
New York department in conducting — 
examinations. It is introduced by a lec- i} upheld 
ture tracing the development of the tay Abs ssgysti CO. Pena 
e 4 examination function. The human ap- : : Validi 
THIS BOOKLET has taken the mumbo jumbo out proach to examinations is then given and Conified Tie Accountants || py Nort 
of partnership insurance. Occidental agents, in a lecture on applied psychology. The |] 4. 5, povb, sk. KENNETH CAMDEN cra |] 28 $ 
from beginners to veterans, are using its concise remaining lectures, all by experienced Telephone FRanklin 2-3863 | || Hartfor« 
7 ; members of the department, cover reg- (35 S. La Salle St. Chicage 3, Il, claimed 
3¥2-minute presentation to open new partner- ulation of insurers, agents and brokers; him for 
ship cases and close old ones. “Your Partner techniques and procedures in insur- said he 
P : he . : ; ance examination, and examination of INDIANA & NEBRASKi the com 
- Can Ruin You’ is typical of the effective visual assets. plea of 
aN sales material Occidental provides its agents. There are detailed charts, tables, ap- Haight, Davi i claiming 
ae = P pendixes and reproductions of forms m. - & Haight, Inc, eral sta 
—F issued by companies as well as the Consulting Actuaries ~~ -_ 
° J L ° INSURANCE department. ARTHUR M. HAIGHT, President |] ““°U8 
dd COMPANY j eret-s 
iy Jcidenta ife OF CALIFORNIA Useful Films Listed lem: = 
cut. 
HOME OFFICE * LOS ANGELES “Films Focused On,” a comprehen- has no 
W. B. STANNARD, Vice President sive listing of motion pictures and MISSOURI hoe it 
in the s 








- " film-strips useful to life insurance, has 
WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO been published by the Institute of Life NELSON and WARREN ey 


























Insurance. It describes not only audio- - re Ww: 
visual aids in life insurance but en- Consulting Actuaries wage 
compasses also the fields of general Pension Consultants fendant 
public relations, human relations, courts | 
health and safety, money and finance, ST. LOUIS KANSAS CITY}j action.” 
office procedure and salesmanship. 

The screening committees represent- NEW YORK Is As: 
ed, besides the institute, are LIAMA, Dr. I 
Life Office Management Assn. and Life _ I] pointed 
Underwriters Training Council. The Consulting Actuaries 


booklet includes a section on how to Auditors and Accountants 


assure a successful film showing and 
lists sources where audio-visual equip- Wolfe, Cor — an & Linder 


ment and literature can be obtained. 


Benefits Not Excludable OKLAHOMA 






















































WASHINGTON — Non-occupational 
disability benefits paid under article 9 W. J. BARR 
of New York workmen’s compensa- 
tion law are not excludable from gross Consulting Actuary 
income of peceients as amounts re- HOME STATE LIFE BUILDING 
ceived “under workmen’s compensa- KLAHOMA CITY, OKLA. 
tion act” within purview of internal 0 0 CITY. ia " 
revenue code section 22(b) (5), intern- hig 
al revenue bureau ruling 257 holds. ife in 
Revenue Ruling 258 holds that pre- PENNSYLVANIA 
miums paid by life insurance compan- Woulc 
ies for mortgage loans insured by FHA Kent 
may be amortized by them, under code FRANK M. SPEAKMAN formul 
section 201(e), over the period from CONSULTING ACTUARY 1954 le 
date of acquisition to maturity or earli- ASSOCIATE State’s 
est interest <= gore date at which E. P. Higgins on bus 
c DES MOINES. IOWA payable, or such other payment date, 9 THE BOURSE PHILADELPHIA}! under 
ENTRAL LIFE ASSURANCE COMPANY °* DES MOINES, low prior to maturity, specified in the se- The 
curity as may be selected by them. 
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jo order the federal district court at 
Miami to try charges of Bankers Life 
& Casualty against Commissioner Cra- 
URTH & vey of Georgia. Bankers L. & C. has 
>) sued Commissioner Larson of Florida 
>TUARIES and four insurers of Florida and Geor- 
gia, along with Cravey, for triple dam- 
Los Angu, ages on a charge of conspiring to ruin 
F the Bankers business in those two 
sates, in violation of the anti-trust 

ws. 
EWS athe lower court held that Cravey 
é could be sued only in Georgia and the 
appeals court turned down Bankers’ 


Supreme Court Refuses 
| F § | io Act on Bankers 
.&C. Anti-Trust Suit 
The U. S: Supreme Court has refused 
A 





aries appeal for a writ of mandamus. 
Plans 
* New Yet american Bankers Names 
Zeskind to Baltimore Post 


——====} Stanley Zeskind has been appointed 
rs supervising general agent for Balti- 
CO, more and surrounding area by Ameri- 
UARIES can Bankers Life of Florida. _ : 
Dri Mr. Zeskind was formerly with Co- 
bs lumbus Mutual Life. During 1952 he 
2-2633 was leading salesman for that company 
and sold more than $1 million of busi- 


ness. 


Ih 





Associates 
sale Connecticut Court Upholds 
4020" | Mail-Order Insurance Law 


i. Gillette, gp, Constitutionality of a 1951 Connecti- 
. Pty cut. law bringing out-of-state mail 

Robert Mengif order insurance companies under the 
jurisdiction of Connecticut courts was 
& CO, | upheld by common pleas court at Hart- 


It 


\} ford. 

— ll Validity of the act was questioned 
countants jf by North American Mutual, defendant 
ieee cp, |] 2 2 $5,000 damage suit brought by a 
863 ‘Af Hartford man, Romano Righetto, who 
Chicage 3, ,|) claimed the company refused to pay 
————] him for injuries received in 1951. He 
IR. AS said he held an A & H policy issued by 
KA) the company. North American filed a 
~ If plea of abatement to Righetto’s suit, 
ght, Inc. claiming that Section 1187B of the gen- 
eral statutes is unconstitutional. The 
ies law allows service of legal process 
Presid through the state commissioner or an 
resident i] out-of-state company even if that com- 
tha pany has no physical assets in Connec- 
ticut. North American said the state 
| has no regulatory control over it be- 
cause it is not authorized to do business 

—>} in the state. 
\RREN Common Pleas Judge Johnson over- 
ij ruled the company, saying the legisla- 
ries ture was within its power in passing 
the act and “has merely placed the de- 
nts fendant within jurisdiction of our 
courts in what is called a personam 


AS CITY] action.” 


Is Asst. Medical Director 


Dr. Robert J. Oehrig has been ap- 
pointed assistant medical director of 
Home Life and 
will assist Dr. 
James H. Humph- 
ries, medical direc- 
tor. A 1948 grad- 
uate of Cornell 
University medical 
school, Dr. Oehrig 
has done _ post- 
graduate work at 
Bellevue hospital, 
and Veterans hos- 
pital in the Bronx. 
After serving with 
Dr. R. J. Oehrig medical units of 
Ee 3. ; the army’s 2nd di- 

vision in Korea, he went with Home 
Life in 1953 as medical assistant. 


Would Ease Ky., Loan Rules 
AN Kentucky Chamber of Commerce is 
formulating a bill to present in the 
RY 1954 legislature which would ease the 
ee sng on long time loans 
usiness and industrial properties 
BELPHIAT! under a lease arrangement. adie 
The bill would permit loans on im- 





























proved real property that is under 
lease, the amortization period to be 40 
years or less. Though authorized gen- 
erally in other states, such loans are 
not now permissable in Kentucky. 





Commonwealth Life Names 
Anderson Group Manager 


A. Douglas An- 
derson has been 
appointed mana- 
ger of the Com- 
monwealth Life 
group department. 
Mr. Anderson is 
an army air force 
veteran and has 
been in the insur- 
ance business since 
1946. 





A. Douglas Anderson 





Fraternals Well Represented 
but Unruffled at NAIC Meet 


A sizable delegation of fraternalists 
were present at the NAIC meeting at 
Miami Beach this week although there 
apparently were no issues or problems 
to be tackled. It is anticipated that the 
new fraternal blank will cause little 
trouble in the first year of its use. 

Foster Farrell, the headquarters 
chief, and Mrs. Farrell are going on to 
Naples, Fla., to be gone until Jan. 1. 
There was a meeting at Miami Beach 
Monday of the group and Frank H. Lee 
of Woman’s Benefit Assn. reported for 
the law committee. 

Among those on hand are Lendon A. 
Knight of Royal Neighbors, NFC presi- 
dent; Miss Agnes Koob, WBA, vice- 
president; Thomas R. Heaney, Catho- 
lic Order of Foresters; D. E. Bradshaw, 
Woodmen of the World of Omaha; Flo- 
rence Jensen, Woodmen Circle; F. J. 
Gadient, Modern Woodmen; George 
Crown, COF; Carl Biebers, Sons of 
Hermann; LeRoy Stohlman, Aid Asso- 
ciation for Lutherans; John N. Harris, 
Praetorians; Louis E. Probst, Indepen- 
dent Order of Foresters; Dan D. Mac- 
ken, WOW of Omaha; E. R. Deming, 
Sr., Unity Life & Accident; Luke Hart, 
Knights of Columbus; Clara B. Cassidy, 
Woodmen Circle; Leland J. Bayley, U- 
nity L. & A. 





Miss. Insurer Chartered 


A charter has been issued to United 
Service Ins. Co. of Laurel, Miss., and 
the company will begin business after 
$25,000 in common stock has been sub- 
scribed and paid for, in addition to 
$5,000 surplus. 

The company will write industrial 
insurance only. It is authorized to issue 
1,000 shares of common stock with a 
par value of $100 each. T. W. Koster, 
Meridian, is president and C. Roger 
Salter, Montgomery, Ala., secretary. 





Penn Mutual Holds School 


President Malcolm Adam was host 
to a group of 22 beginner Penn Mutual 
Life underwriters, new members of the 
President’s Club for New Organiza- 
tion. Their average age is 29, and in 
their first year they paid for a total 
of $7,877,732 on 1,198 lives. There 
were business sessions for three days 
at the home office on sales promo- 
tion, national advertising, direct mail, 
business insurance, programming and 
practical field problems, with evening 
discussions and exchange of ideas. At 
the close of the business meetings, the 
new members met with President 
Adams for two days in Atlantic City. 





Aetna Life Is Writing Vt. Group 
Aetna Life has been chosen to un- 
derwrite a group life program for Ver- 
mont government employes. About 2,- 
600 state employes will be eligible to 
enroll in the pian, under which they 
will share in the cost of the protection. 














Here are 


JUST 6 of Sl 
Manhattan Life 


Features 


1. ANNUITIES — all are 
PARTICIPATING. 


2. OVERWEIGHTS AND UNDERWEIGHTS: 


Liberal Treatment. 
See our Height and Weight Table. 


3. TERM Pans for applicants to and 
including AGE 64. 


4. FAmMILy INCOME 
AND HoME PROTECTION RIDERS: 
Participating and Convertible. 


5S. WaIvER OF PREMIUM BENEFIT 
included without specific extra charge 
in all standard policy issues whether 


applicant is a man or a woman. 
Effective to Age 60. 


6. NEw JUVENILE Po.iciEs offer acceptable 
purchasers important optional “Extras” 
that add up to complete juvenile insurance. 












Ask us for a copy of 


“31 MANHATTAN LIFE 
FEATURES” 


It will bring you 
up-to-date on The 
Manhattan Life’s 


principal features, 


oS 
Home Office: 120 W. 57th St., New York 19, N. Y. 
JUdson 6-2370 
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Over the past 25 years, General Agent N. J. 
“Norm” Tschantz of Canton, Ohio, has been 
doing a superlative job for The Ohio National. 
Besides building one of our finest agencies, he 
has consistently set the pace for his associates in 
the production of the highest caliber business, 
thanks to his expert knowledge of programming 
the long-range financial needs of his clients. 
Honored as President of the ONLI Builders 
Clubs in 1951-52, Norm is also a leading mem- 
ber of our Persistency Club and has earned the 
National Quality Award nine consecutive years. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 


Wo Subibe... 


Cincinnati 





OUR GENERAL AGENT 


N. J. TSCHANTZ 


Canton, Ohio 











Pertinent Statistics 


Insurance In Force 


Assets 


Benefits Paid Since Organization 
Certificates In Force 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 


Home Office: Appleton, Wisconsin 





JANUARY 1, 1953 

Over 
Over 
Over 
Over 


$669,000,000 
$158,000,000 
$ 69,000,000 


449,000 











Program Given for Cal. 
Assn. Meeting Dec. 11-12 


The program for California State 
Assn. of Life Underwriters, to be held 
at the Hotel Covell, Modesto, Dec. 11- 
12, has been announced. Cortland D. 
Morris, associate district manager for 
State Farm at Modesto, is general 
chairman. 

The first day there will be a meet- 
ing of the executive committee in the 
morning, followed by registration of 
delegates from the 20 member local 
associations. 

Luncheon speaker will be R. Edwin 
Wood, associate manager of Phoenix 
Mutual at San Francisco and a past 
president of the state association, who 
will talk on “We Never Had It So 
Good.” 

At 1:30 there will be a panel on 
association work—local, state and na- 
tional—conducted by Alpheus J. Gil- 
lette, Connecticut Mutual, San Diego, 
state association president. 

The ensuing business meeting will 
be open to all but voting will be re- 
stricted to members of the state board 
of directors and state officers. Direc- 
tors are local association presidents. 

Continental Assurance will be host 
at a cocktail party for state and local 
association officers and their wives. 

Guest speaker at the banquet will 
be John K. Chapel, traveler, author 
and commentator, who will talk on 
-“‘The World Is Our Community.” 

The next day there will be a break- 
fast, followed by a business meeting 
for all delegates and state association 
officers. Following this there will be a 
special luncheon meeting of the execu- 
tive committee. 





Perego and Ebersol 


Are Milwaukee Speakers 


Alfred K. Perego, general agent of 
Massachusetts Protective, and Gene G. 
Ebersol, manager of North American 
Life & Casualty, addressed the Dec. 3 
luncheon meeting of A & H Underwrit- 
ers of Milwaukee. Their talks cover- 
ed “Programming Life Insurance 
Through the A & H Approach”, based 
on their own experience and emphasi- 
ed how they procure sufficient infor- 
mation in their A & H presentation to 
assist them in selling life policies as 
well. 

The Milwaukee group will hold its 
usual Christmas party for youngsters 
of the Milwaukee County Children’s 
Home Dec. 18. Alex H. Siegner, Busi- 
ness Men’s Assurance, and Stanley 
Olyniec, Washington National, are co- 
chairmen. 





To Appeal Blue Cross Ruling 


Toledo AFL Building Trades Coun- 
cil plans to appeal a court decision 
which upheld the right of Hospitai 
Service Assn. of Toledo to cancel con- 
tract of union members. Judge O’Con- 
nor of common pleas court there dis- 
solved an injunction which temporar- 
ily prevented termination of hospital 
service contracts. 

Blue Cross canceled when the un- 
ions installed their own insurance plan. 





Teachers Get Carnegie Grant 


NEW YORK—The Carnegie Corp. of 
New York has announced a grant of 
$3,750,000 to Teachers Insurance & An- 
nuity. The corporation has given $13,- 
413,659 to Teachers since the latter was 
organized in 1918 to provide non-profit 
life insurance to college faculties and 
staffs and personnel of schools, foun- 
dations and research organizations. 





e W. W. Henslee, former professional 
baseball player and high school coach 
at Dallas, has been appointed general 
agent for United Western Life. He has 
been in insurance for several years. 


\ 
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NEWS OF LIFE ASSOCIATIONS 





Now It's ‘$1,000 or More 
in ‘54 for Kansas Assn. 


is Assn. of Life Underwriters 
has scrapped its membership theme, 
in 1953’ following the report that 
Jocal associations had exceeded the 
and have now 923 members. Slo- 
gan for next year is “1,000 or more in 


1954.” 


fells Value of Life Insurance 


Life insurance is the only type of 
property that guarantees income, Har- 
ry R. Piney, Bankers Life of Nebraska 
at Oakland, Cal., told the fifth meeting 
in an investment series sponsored at 
Qakland by Oakland-East Bay Life 
Underwriters Assn., in cooperation 
with other Oakland organizations. 





Pittsburgh—“Methods I Used to Make the 
Million Dollar Round Table and What I Am 
Doing to Stay There” will be discussed by five 
MDRT members Dec. 10. They are: J. Kinner 
Blitz, Connecticut General; Jules Ehrman, 
Lincoln National; Herbert P. Jones, Atlantic 
Life; M. Jay Ream, Mutual Benefit Life, and 
Robert N. Waddell, Connecticut Mutual. Mod- 
erator will be Donald C. McCune, Fidelity 


[linois Valley—The association heard K. 
Raymond Clark, Chicago attorney and lecturer 
at Northwestern University, on ‘Taxes and 
Life Insurance.” The meeting was held jointly 
with the bar association of La Salle and Bu- 
reau counties. 


st. Paul—Clifford L. Morse, secretary and 
director of agencies of Phoenix Mutual Life, 
spoke before the association’s luncheon meet- 


ing. 


Binghamton, N. Y.—John O. Todd, North- 
western Mutual at Chiago, spoke on “It’s What 
You Say That Sells.” 


Ssacramento—Alpheus J. Gillette, Connecticut 
Mutual, San Diego, president of the California 
association, spoke on “The Three Legged 
Stool.” 


Monroe, La.—Dr. Dewey Anderson, president 
of the local chapter of American Medical 
Assn, spoke on ‘Men’s Fights Against Mi- 
crobes” in which he told of the decrease in 
incidence of certain major diseases. 


Jamestown, N. Y¥.—Speaker was Miss Elsie 
V. Anderson, managing director of Jamestown 
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General hospital. 


Newark—The Northern New Jersey associa- 
tion at its monthly meeting heard a talk 
on “Back to Fundamentals” by Roderick Pir- 
nie, general agent for Massachusetts Mutual at 
Providence R. I. The association presented a 
$50 collection of life insurance books to the 
Newark business library. Guest of honor was 
Elsie Doyle, Union Central Life, Cincinnati, 
a trustee of NALU. 


Austin Tex.—Membership dues were raised 
to $20 per member. 


Chicago—Ralph G. Engelsman, life insurance 
sales consultant, conducted a one-day school, 
“Making Sales-Now!—Today!” Roy D. Simon 
is president of the association and George 
Huth, Connecticut Mutual, was program chair- 
man. 








Scranton, Pa.—A similarity of medical ex- 
amination forms for all life companies, and 
a reduction in rates for persons employed in 
hazardous occupations were predicted by Sam- 
uel H. Ackerman, chief underwriter of Man- 
hattan Life. The association will hold its 
Christmas party Dec. 16. 


Tulsa—E. Richard Turpin, manager at Ok- 
lahoma City for Prudential, spoke on ‘‘Success 
Patterns.” 
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NV isconsin.) 
R 
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Green Bay, Wis.—Speaker at the monthly 
meeting of Northeast Wisconsin association 
was Hugh R. O’Connell, advanced underwrit- 
ing division of Northwestern Mutual Life. His 
talk, “One Half So Precious,’”’ dealt with hu- 
coe life values and the underwriter’s respon- 
ility. 


Richmond, Va.—A panel discussion of ‘‘Sales 


W Ideas” was conducted by John W. Wagner, 


Life of Virginia; Robert D. Condon, Mutual 
Benefit Life; David M. Prince, Northwestern 
Mutual, and Raymond R. Shanklin, Prudential, 
with Ranson L. Hassell, manager for Pruden- 
tial, as moderator. 


San Antonio—A “military affairs program” 
Was held at which problems connected with 
writing life insurance on military bases were 
discussed. Commanding officers from the vari- 
ous military bases around San Antonio were 








guests. They assured the association of their 
cooperation, and said they recognized it as the 
group to which they can turn to see that 
agents observe correct ethics. 


Johnstown, N. Y.—James P. Nunemaker, 
trust officer of United States National Bank, 
discussed ‘Trust Funds.” 


Fredericksburg, Va.—W. W. White, secretary 
of Peoples Life, spoke on “Problems of the 
Field Man” at the monthly meeting. 


Indiana, Pa.—Carlyle P. Ruhl, Prudential 
manager in the DuBois district, spoke at a 
meeting of the Indiana County association on 
“Stay With It,” dealing with methods that 
agents must employ if they are to make a 
success. 


Toronto—At the association’s annual joint 
luncheon with Toronto CLU chapter, the 
speaker was Dr. Alfred P. Haake, industrial 
consultant to General Motors Corp. 


—Lima—V. A. Whitmire, Connecticut Mutual 
Life, is speaking on “What Are You Selling.” 


Dayton, O.—“Life Insurance in Action” was 
the subject of a talk by Kenneth R. Bentley, 
Northwestern Mutual, Danville, Il. 


Beaumont, Tex.—The new Texas insurable 


interest law was discussed by J. Charlton 
Smith, educational director of Southwestern 


—~— 





Life. Among points brought out by Mr. Smith 
were ability of an employe to have an insur- 
able interest in a sole proprietorship, and of 
a business person taking out life insurance 
on himself to designate any person as bene- 
ficiary, rather than those with insurable in- 
terest only. 


Gulfport, Miss.—The Gulf Coast association 
heard Francis C. Doyle, trust officer of Nation- 
al Bank of Commerce, New Orelans, speak on 
estate taxes from the trust man’s viewpoint. 


Wilkes-Barre-Wyoming Valley—E. Parker 
Colborn discussed ‘‘The Investment Qualities 
of Life Insurance”’ at a luncheon meeting. 


Charleston, S. C.—The insurance busi- 
ness has invested approximately $22 billion in 
U. S. government securities, Lester L. Bates, 
president of Capitol Life, said in his address, 
“The Contribution of Insurance to Freedom 
and Democracy”. He said opportunities in the 
orofession are unexcelled. 


Chattanooga—Linwood Butterworth, general 
agent at Atlanta for New England Mutual, 
spoke. 


Columbus, O.—The association has arranged 
for an LUTC course to be given this winter. 
Chairman of the committee in charge is A. 
Howard Prout, Acacia Mutual Life, and in- 
stuctors will be Fritz A. Lichtenberg, Mass- 
achusetts Mutual, and Eldon R. Dare, Midland 
Mutual. So far 54 have enrolled. 


Beloit, Wis.—The Southern Wisconsin associ- 
ation heard Kenneth Woodring, Rock county 
service office, discuss legislation relative to 
veterans’ benefits. 


Wantaugh, L. I.—Halsey D. Josephson, gen- 
eral agent at New York for Conncticut Mu- 
tual, spoke before the Long Island branch of 
the New York City association recently on 
“Random Thoughts About Selling”. He dealt 
with getting the client to act and with effec- 
tive techniques for closing. 


Madison, Wis.—Charles A. Schaaff, agency 
vice-president of Massachusetts Mutual Life, 
discussed “Some Simple Fundamentals.” 


Albuquerque—Speaker was George L. Ram- 
ezyk, national advertising manager of Albu- 
querque Publishing Co., who showed a movie 
which depicted problems faced by everyone 
when newspapers do not operate. 


Altoona, Pa.—Ralph A. Mannion, New York 
Life agent, has been named LUTC instructor. 


Pasadena, Cal.—The Pasadena-San Gabriel 
association heard Richard S. Summerhays, 
New York Life, and Robert D. Edwards, Oc- 
cidental Life of California, discuss “How to 
Get Referred Leads and Repeat Business’’. 


Toledo—Gilbert G. Grootvelf, agent at El- 
kart, Ind., for Metropolitan Life, discussed 
“Putting an Idea to Work”. 


Buffalo—Robert C. Gilmore, Mutual Benefit 
life at Bridgeport, Conn., and president of the 
National association, said he expects the trend 
toward rising dividend-refund rates on life in- 
surance policies to continue “for some time.” 
He said this trend reflects the rise in interest 
rates in corporate and government securities 
and the general improved mortality rate na- 
tionally. With notable exceptions, Mr. Gil- 
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FOR HISTORICALLY LOW COST 
combined with the broadest of special pension contract 
coverages look to National Life of Vermont. 
interest to top management are these National Life features 
for pension and deferred distribution profit sharing plans: ( 

GRADED DEATH BENEFITS 


for the substandard and uninsurable which enable an em- 
ployer to provide the same pension with reduced death 
benefits at no increase in premium outlay for these cases. » 


A “COMBINATION” PLAN 


( consisting of low premium insurance combined with a deposit 

administration account which can be accumulated with the 
( National on a participating basis at guaranteed interest, ( 
or invested otherwise, as may be desired. 


A SPECIAL RETIREMENT ANNUITY CONTRACT 
K under which the participant retires in 0 to 9 years, but the ( 
Q premiums are payable for 10 years. 


Consult with us without c 
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more commented, life companies have been 
“ultra-conservative” in investment policies. He 
said he believes the nation “is bound to hit 
a period of recession and it may be a lot 
worse than some of the economists think,’’ but 
it won’t hurt the life insurance business be- 
cause “life insurance has always had its great- 
est impetus during a recession or depression.” 


Marinette, Wis.—Frank Salp, Stephenson, 
Mich., vice-president of the upper Wisconsin- 
Michigan association, reported on the recent 
northeastern Wisconsin sales congress spon- 
sored by regional and state associations at Ap- 
pleton, Wis. 


Knoxville, Tenn.—‘‘Agents may not be able 
to smooth out the business cycle, but they 
can do much to prevent economic depression 
in many families,’’ declared Frank B. Ward, 
dean of the University of Texas school of busi- 
ness. He described ‘“‘defeatist-minded, depres- 
sionistic economists” as responsible for talk of 
an imminent depression. 


Chicago—The life agency cashiers division 
will hold its Christmas party Dec. 8, and the 
women’s organization will be entertained at 
luncheon Dec. 5 at the home of Mrs. Evelyn 
Bower, Continental Assurance. 


New Bedford, Mass.—Gordon D. Handy, 
agent at Boston for Prudential, spoke on “Sales 
Through Planning’. 


Washington—The District of Columbia asso- 
ciation Dec. 10 will hear a talk on “Business 
Insurance—the Shortest Route to Million Dol- 
lar Production” by William T. Earls, general 
agent for Mutual Benefit Life at Cincinnati, 
immediate past chairman of MDRT. A by- 
law amendment will be voted on that would 


define the association’s territory as metro- 
politan Washington, along with joint jurisdic- 
tion with Assn. of Northern Virginia over 
Arlington and Fairfax counties and the city 
of Falls Church, Va. 


Pittsburgh—The Butler branch heard a talk 
on “Three-D and You” by James H. Richard- 
son, Mutual Benefit Life, Pittsburgh. Four 
other branches will hear talks by Pittsburgh 
life insurance men this month. Charles R. 
Soleau, Mutual Benefit Life, will address the 
Fayette county branch Dec. 8; Henry F. Kra- 
tovel, Prudential, will speak at the Washing- 
ton branch meeting Dec. 9; Thomas J. Marsted, 
Colonial Life, Dec. 11 will speak before the 
Beaver Valley branch, and on Dec. 17 the New 
Castle branch will hear Frank J. Kelly, Lin- 
coln National Life. 


Dallas—H. T. Etheridge, Jr., El Paso, presi- 
dent of the Texas association, spoke. 


Logansport, Ind.—Joseph F. Benny, Gary 
Prudential manager, discussed the value of 
association affiliation to the insurance busi- 
ness. 


LaPorte, Ind.—The LaPorte County associ- 
ation heard Herbert L. Cramer, Jr., North- 
western Mutual Life at South Bend, discuss 
the book, “Top Secrets of Successful Selling’’ 
by Jack Wardlaw, Northwestern Mutual at 
Raleigh, N. C. 


San Francisco—The association unanimous- 
ly approved amendments increasing annual 
dues. The December meeting will be spon- 
sored by the local Agents & Managers Assn. 
and Alpheus J. Gillette, San Diego, president 
of the California association, will be honor 
guest. 










ASSETS OVER $158,000,000 
Insurance in Force Over $790,000,000 
Paid to Policyholders and Beneficiaries 

Over $110,000,000 
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At Christmas, perhaps, more than at any other 
time, we are most conscious of our families. 
But for the far-sighted man, family-concern is 
constant. He guards his family with a wise 
insurance program...one providing future 
protection for them should anything happen 
to him. Thus, he makes certain that Christmas 
and all other days in their lives will be secure, 
free from want. 


We, as Life Underwriters, have the privilege 
and responsibility of helping the heads of 
families protect their loved ones through the 
wise use of life insurance. 
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Okla. Legislative 
Committee Requests 
Recodification Fund 


The insurance committee of the Ok- 
lahoma legislative council has voted to 
request $8,000 from the council’s exec- 
utive committee to finance recodifica- 
tion of Oklahoma insurance legislation. 

Commissioner Dickey has urged a- 
doption of legislation permitting the 
writing of group life and A&H insur- 
ance for all state employes, and has 
asked for an appropriation for specia- 
lists who would properly analyze com- 
pany statements filed with the depart- 
ment. 

State Senator Wilson of Sayre heads 
the committee appointed by the legis- 
lative counsel to study workmen’s com- 
pensation rates, administration and 
general laws. The recodification move 
was applauded by Senator Field of 
Texhoma, who declared that the ori- 
ginal code, adopted in 1909, was inade- 
quate at that time and that many a- 
mendments have been ineffectual. 





Hays Named General Agent 


in Texas by Manhattan 


Joseph W. Hays 
has been appoint- 
ed general agent 
for Manhattan 
Life at Fort 
Worth, Tex. He 
began in life in- 
surance with 
John Hancock in 
Fort Worth after 
army air force 
service in the last 
war. Five years la- 
ter he became 
manager in Tyler, 
Tex. for American 
Hospital & Life. 


Reuben Shipp Is Elected 


Columbus Nat'l Secretary 


Reuben Shipp, formerly with Com- 
monwealth Life of Louisville and 
Coastal States Life, has been elected 
secretary of Columbus National Life. 


Joseph W. Hays 








John Hancock Ups Eastman 


William H. Eastman has been pro- 
moted to personnel director of John 
Hancock Mutual. He will have general 
administrative responsibility in the 
personnel department, under the over- 
all direction of Vice-President Abram 
T. Collier. He has been associate per- 
sonnel director in charge of employ- 
ment and training since 1952. 





Eve, McCreight Promoted 


Douglas D. Eve and Robert G. Mc- 
Creight have been promoted to train- 
ing assistants at the Mutual Life home 
office. 

Mr. Eve joined the company in 1947 
and has been assistant manager at 
Pasadena, Cal., since 1949. Starting 
with Mutual Life in 1950. Mr. Mc- 
Creight served as assistant manager at 
Columbia, S. C., for nearly two years. 





Jefferson National Correction 

The NATIONAL UNDERWRITER, in its 
Nov. 20 issue, erred in reporting Oct- 
ober gains made by Jefferson Na- 
tional. The company’s year-to-date 
total in life and A&H business of $19, 
065,313 put it 10.7% ahead of the en- 
tire volume of 1952, and not ahead of 
the ten-month period of 1952, which 
the story erroneously indicated. 





To Reorganize Texas Company 
Policyholders of Western States Mu- 
tual Life of Dallas have voted to re- 





—. 
organize the company on an Old Ii 
legal reserve stock basis. The dey 
company would reinsure the busing 
of Western States. R. W Pullen ; 
president. The company’s annua] j; 
premium income is about $300,000, 








Shenandoah Names Thre 
Opens Two New Offices 


Shenandoah Life has opened 
offices at 123 South Broad § 
Philadelphia, and 517 McAdams byjy 
ing, Springfield, O., with Russel } 


co 





Russell D. Foster 


Stephen A. Vidic 


Foster, manager of the former ay 
Steven A. Vidick, the latter. Also, ¢ 
W. Carr was appointed manager x 
Charlotte, N. C. 

Mr. Foster had 13 years experien: 
in life insurance before going wit, 
Shenandoah. Mr. Vidick has had pr. 
vious experience in both life and x. 
cident and A&H. He is a veteran of the 
last war. Mr. Carr for several yea 
was district manager for Shenandoah 
at Bristol, Va.-Tenn. 





Fisher is General Agent 


for Equitable of lowa 


Prgps J. pce field assistant in 
e agency department of i 

Life of Iowa, ion Equitable 
been _ appointed 
general agent at 
Springfield, Ill. He 
went with the 
company in 1938 
at Mason City, Ia. 
in the F. W. Os- 
mundson agency. 
He was a field un- 
derwriter both be- 
fore and after 
navy service in the 
last war until he 
went to the home 
office in 1952. He is a graduate of all 
the company’s training courses. Mr. 
Fisher replaces F. B. Woodruff, for- 
mer Springfield general agent, who 
has asked to be relieved of general 
agency responsibilities and will an- 
nounce his future plans at a later date. 











Robert J. Fisher 





Hold Sales Congress in R. lL. 


Rhode Island Assn. of Life Under- 
writers held its annual sales congress 
at Providence. The various addresses 
were summarized by Vincent B. Cof- 
fin, senior vice-president of Connect- 
icut Mutual Life. 

Speakers included Robert C. Gil- 
more, Jr., Mutual Benefit Life, Bridge- 
port, Conn., president of NALU; Her- 
bert V. Kibrick, New York Life, Bos- 
ton; William Cooper, Prudential, Man- 
chester, Conn., and Henry M. Fraser, 
Jr., general agent of Penn Mutual Life 
at Boston. 


ea 


MANAGEMENT 
CONSULTANTS, 























O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 
P.O. Box 101 Queens Village, N. ¥. 





Phone — Hollis 4-0942 
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Advises Agent on His Own 
OitNeglected Estate 


(CONTINUED FROM PAGE 1) 


or as self-employed.’ Secondly, he 
should devote the same energies to 
the forehanded planning of his own 
personal affairs as he has on behalf of 
his clients and include retirement in- 
come in his individual insurance pro- 


Oe third source of comfort will be 
the pension plans that are made avail- 
able to the full-time agents of a ma- 
jority of our life insurance companies 
today. I shall not treat that subject 
other than to point out that in order 
to gain the tax savings granted by the 
government, a retirement plan must 
qualify under section 165 of the in- 
ternal revenue code, which limits the 
plan to “employes”. In 1951 the code 
was amended to include full-time life 
insurance salesmen who qualify for 
social security.* 


The definition contained in this 
amendment does not embrace the gen- 
eral agent, who frequently has a cap- 
ital investment in his franchise and 
whose management functions are more 
important than his personal solicita- 
tion of business. If legislation should 
be enacted to enable the self-employed 
to set aside tax-free funds for their 
retirement, then the general agent 
would be in a position to take advant- 
age of this, although the bills which 
have sought to accomplish this pur- 
pose have had many defects which 
need correction.° 

There is a further danger in a pen- 
sion plan which fails to meet the re- 
quirements of section 165. In one such 
case where the agent acquired a non- 
forfeitable right to an annuity at re- 
tirement, the bureau reviewed the 
plan and ruled that the value of the 
annuity must be included in the 
agent’s gross income in the year of 
his retirement. 

Spread of Renewal Commissions: 
The fourth method whereby the re- 
tirement status of both the soliciting 
agent and the general agent may be 
improved is through their most im- 
portant asset: the right to terminal re- 
newals on business written prior to re- 
tirement. While the traditional agency 
contract provides for the payment of 
these renewals over a 10-year period, 
the agent may find it to his advantage 
to spread them over a longer period. 
If his election to do this relates to 
business written after the election is 
made, then the commissions will be 
taxable as income in the years re- 
ceived. When the business is on the 
books at the time of the election, how- 
ever, the tax consequences are more 
doubtful, although considerable clar- 
ification has resulted from a recent 
decision of the tax court in the case 
of Oates v. Commissioner.” 


; The holding of this case, in brief, 
Is that a general agent may elect at 
any time before retirement to spread 
his renewals over a longer term than 
was provided in his original contract, 
and still pay an income tax only on 
the reduced amounts as actually re- 
ceived under the new election. The 
contention of the bureau that the tax- 
payer had “constructively received” 
the commissions to which he would 
have been entitled if no election had 
been made was rejected by the tax 
court. This result appears sound, as 
the right to future commissions still 
depends upon premium persistency. 
The commissioner has published a 
Non-acquiescence in this determina- 


XUM 


tion of the tax court, however, and on 
Dec. 2, 1952, he filed an appeal in 
the circuit court of appeals, seventh 
circuit. On Nov. 4, 1953, this court 
handed down a unanimous decision 
upholding the tax court on the ground 
that the company and the general 
agent had made a bona fide agreement 
to abrogate the old contract and sub- 
stitute a new one in its place.” This is 
good news for those companies that 
have been willing to follow the tax 
court decision to the extent of per- 
mitting the type of election sanctioned 
thereby. It is expected that the com- 
missioner will accept this result and 
will not appeal to the Supreme Court, 
but the agent who elects this type of 
settlement must assume the risk of 
any unfavorable rulings that may be 
made in the future. 


e e e 


Disposition of Renewals after Death: 
When death comes to the life under- 
writer, it is my firm conviction that 
he will never achieve the ultimate 
finished product he desires and which 
his dependents deserve without (1) a 
lawyer and (2) a will. It is important 
that a lawyer be selected who is a 
competent draftsman, is alert to 
modern economic problems and is well 
versed in local laws and requirements. 
Unless the life underwriter has some 
special reason for desiring some per- 
son other than himself to receive his 
commissions during his lifetime, he 
will avoid trouble by following the 
conventional legal mechanism of a 
will as opposed to an inter vivos as- 
signment. If he refuses to make a 
will, then the state will make one for 
him, and no one will argue that the 
state is in a better position than the 
owner to determine the disposition of 
property. 

Contract Beneficiary: Our company 
has frequently been urged to permit 
the designation of a named beneficiary 
to receive renewals accruing after the 
death of the agent. Some other com- 
panies have adopted this practice and 
their officers tell us that it has proved 


successful and convenient. Neverthe- | 
less, it has failed to lure me away | 


from the old-fashioned view that the 
most efficient and satisfactory medium 


The Saturday Evening 






POST 


2 


























of disposing of property rights at 


death is the last will and testament, | 


and I am unable to see that much is 
gained by the device of naming a ben- 
eficiary in the commission contract, 
except possibly a saving of probate 
expenses and executor’s fees. If the 
commission contract provides that the 
renewals pass to the estate, then the 
agent can control their disposition in 
his will. 


It is clear that the value of the 
terminal interest would still be treated 
as part of the agent’s gross estate for 
federal estate and inheritance tax pur- 
poses, so that no tax advantage would 
accrue. While it has been established 
that the statute of wills is not appli- 
cable to a life insurance policy, I know 
of no decision extending this exemp- 
tion to a commission contract. It is 
conceivable, of course, that the bene- 
ficiary might be able to enforce a 
claim to the renewals in those juris- 
dictions which allow a third party to 
recover under a contract made by oth- 
ers for his benefit, but this exception 
to the law governing testamentary 
dispositions is not sufficiently univer- 
sal for lawyers to rely upon it. 

This type of transfer is still sub- 
ject to the same inherent defect as the 
assignment taking effect at death, 
namely it is testamentary and may be 
held invalid as failing to conform to 


That’s what the space alone costs for 
the SATURDAY EVENING POST advertise- 
ment featuring H. Leon Villinger, 
Mutual Benefit Life man from the 
San Francisco office. Over the past 
few years, such publicity for individual 
agents has cost the Company nearly 
a half million dollars! 





THE 


MUTUAL 
BENEFIT 
LIFE 


INSURANCE COMPANY 


But it’s money well spent, we think, 
and right in line with the Company’s be- 
lief that the agents in the field are the 
most important men in the Company. 


“COMPLETE 
PROTECTION 


Agency Franchises Avaiiable 


Organized in 1845 
300 Broadway, Newark, New Jersey 
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Try us with your most diff- 
icult “un-insuroble.” 

Our proved record can do 
wonders for your soles po- 
tentiol. 


WE ISSUE UP TO 500% MORTALITY 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manoger 





e@ 
Concord, New Hampshire 
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a 
the requirements of wills.” All inter- that a mere possibility that this Cn. 
ested parties other than the named dition will take more than six Monty 
beneficiary, such as creditors, other is not enough to disqualify the 
heirs and legates, would have a selfish if the condition actually occurs befor, 
interest in claiming that the disposi- hand, nevertheless we have genera); 
tion is invalid, and the estate of the recommended a more definite ‘ 
agent would always be exposed to the mentary provision, such as “to my wi, 
hazard of a contest. These considera- if she shall be living at noon on 
tions only serve to strengthen my con- 20th day after my death”. If she dig 
viction that the life insurance agent before the stated hour, then there js 
should construct the planning of his ™@rital deduction, but also the prope. 


: ‘ ty will pass through only one esta, 
estate on the foundation of a good will. If she lives beyond this hour, then th 


en ne marital deduction will be available ; 
The Will of the Agent: For some the estate is large enough to j 
reason our field men have been wont cypbstantial estate tax liability, hoy. 
to regard a will, especially if it en- eyer, such a condition on survivg 
tails a trust, in the same category aS should not be imposed; and in order 
the bubonic plague. One or two of to divide the tax burden between th 
them, however, have credited me with two estates, it is generally customay 
breaking down their reserve, which is tg have a common disaster Provision 
a very satisfactory reward for my la- which creates a presumption that the 
bors. I doubt if any two field men have wife has survived, in case both show 
exactly the same status as to assets, die in common disaster and there 
family and philosophy of life, and for should be no evidence as to which 
this reason it is unwise, and even dan- died first. 
gerous, to attempt to devise a form for There are three methods of dispcs. 
adaptation to a particular case. It is ing of a renewal commission accouy, 
obvious that different ways of draft- py will: (1) an outright bequest trans. 
ing the will may produce varying tax ferring all rights to the wife or othe 
consequences for the particular estate. beneficiary, (2) a limited bequest t, 
To become familiar with the questions the wife for life, with remainder t) 
involved in the disposition of renewal other beneficiaries, and (3) a testa 
commissions, I suggest that you and mentary trust. 
your attorneys read two excellent ar- 
ticles appearing in the C.L.U. Journal. 
The first, published in March, 1950, is 
by Henry Blumberg, a Chicago attor- 
ney, and is entitled “Taxation of Re- 
newal Commissions”. The second, by 
Vincent V. R. Booth, counsel for our 
own company, appears in the June, 
1951, issue and is called “Notes on the 
Will of a Life Insurance Agent”. 


The federal estate tax must be giv- 
en a leading role in the estate plan 
drama for the agent whose potential 
estate, including the value of his com- 
mission interest, is in excess of $60,000. 
Since the revenue act of 1948, which 
attempted to place taxpayers of the 40 
common-law states on an equal foot- 
ing with those of the eight community- 
property states, this consideration has 
revolved around that phenomenon of cate that if the agent bequeaths his re- 
our modern economy known as the newals to his wife outright and if she 
marital deduction. Only that property survives him but later dies within the 
which actually passes to the surviving renewal period, the fair market value 
spouse is eligible for this tax advant- of the entire remainder of the account 
age. The fact that only half of the de- may be subject to tax as ordinary in- 
cedent’s property needs to be subject come in her final return.” The life un- 
to qualification requirements is some- gerwriter who had given serious 
times overlooked by the overzealous thought to this hazard was fearful lest 
estate planner. Moreover, there is no jt would create a situation where his 
statutory requirement that the marital surviving wife’s executor might be 
deduction be taken at all, and it is forced to sell the renewal account in 
not difficult to conceive of some sit- order to meet this tax obligation. 
uations where a more effective plan This fear was alleviated to some 
could be executed without it. 


Outright Bequest: When the mari. 
tal deduction was first contrived ip 
1948, I urged some of our agents ty 
use their terminal renewals to exhaust 
the marital deduction and then adapt 
the highly advantageous settlement 
provisions of their personal life insur. 
ance to care for their children or other 
beneficiaries. Obviously, the wisdom 
of such a course depends upon diverse 
factors, such as the age, health and fi- 
nancial status of the beneficiaries, and 
the amount and kind of property 
which the agent may own exclusive of 
life insurance and commission equities. 
Since giving this advice, however, I 
have become aware of an interpreta- 
tion of section 126(a) (2) of the in- 
ternal revenue code which may indi- 








Another consideration is that if the 
estate bequeathed to the wife includes 
an asset which would not qualify, then 
the marital deduction will be reduced H. Underwriters Assn. on “The Prob- 
by the value of that asset. This illus- jem of the Even Distribution of the 
trates the danger of a general bequest Family’s Medical Dollar.” He declared 
and the desirability of a more specific the professions must acquire a better 
description of the property to be dis- knowledge of insurance and must 
posed of in an estate of any substance. change their ways of doing business, 
In referring to renewal commissions it —y a pig — ——— ae 
etal. Jo include ime many physicians do not have the bs 

idea underlying insurance. 
who will be the payor, although the 
date of the agency contract should 
probably not be set forth, because of Cal-Farm Agents Rally 
the possibility that the contract will Cal-Farm Life had a rally of its 
be amended or superseded. agents recently at Berkeley that was 

There have been many inquiries as attended by 160 persons. Anee 

to what provision should be made for Speakers were Duane Kuntz, man 


i i ; G. H 
a common disaster. The revenue code oe gg Psa = =, Farm 
provides that the marital deduction Breau Federation; Frank Bland, Pa- 
will be lost if a condition of survival ¢ific Coast manager of the National 


in excess of six months is placed upon Underwriter Co., and Ross W. Cosner, 
a bequest."* While the courts have held district sales manager of Retail Credit. 


Hear Osteopathic Executive 
Dr. Thomas C. Schumacher, execu- 

tive secretary of California Osteopathic 

Assn., spoke before Los Angeles A. & 
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0.$. U. Insurance Students 
Argue Merits of Covers 


Three members of the Insurance So- 
ciety at Ohio State University dis- 
cussed the question, “Which type of 
life insurance best serves the needs of 
the public?” at a meeting at which 
three representatives of the business in 
Columbus served as a panel of experts. 

Dick Gibbs and Roger Glander, both 
supported the role of weekly 


niors : : 
premium industrial insurance and 
cup insurance, respectively. They 


held these coverages provide the most 
effective way of making insurance 
available to the working classes. Mike 
Koven, another senior, argued the buy- 
er is best served by the ordinary agent 
who can determine the needs of the 
policyholder and provide protection 
geared to his family situation. 

The panel included Burton C. 
Holmes, Aetna Life, president of Col- 
umbus Life Managers & General 
Agents Assn.; Dale E. Miller, Mutual 
Life, immediate past president of Col- 
umbus CLU Chapter, and Carl F. New- 
house, Aetna group manager. 














degree by a letter ruling dated Dec. 27, 
1951, from Deputy Commissioner E. I. 
McLarney to Harry M. Zekind stating 
that “income tax does not accrue on 
the fair market value of the remainder 
of the renewal account transmitted by 
reason of death.” The publication of 
this ruling in April, 1952," naturally 
attracted the attention of life insur- 
ance agents and their attorneys. In 
answer to letters asking for clarifica- 
tion, Deputy Commissioner McLarney 
has written further opinions indicating 
that the regulations are inconsistent 
with the provisions of the code pro- 
viding for the taxing of income to the 
person who actually receives it, and 
there is under active consideration an 
amendment to the regulations so that 
section 126(a) (2) will be considered 
not applicable to transfers at death 
and that the income so transferred 
will be taxed only to the ultimate re- 
cipient.” 

Unfortunately, however, this amend- 
ment has not yet been made, and Reg- 
ulations 118, which were issued this 
year to replace Regulations 111, have 
carried over the same inconsistency to 
which the deputy commissioner re- 
ferred.* It therefore seems that we 
must still give attention to the hazard 
that if the account is left outright to 
the beneficiary, who then dies before 
the expiration of the renewal period, 
the entire value of the remaining in- 
terest will be subject to income tax in 
the year of the beneficiary’s death. 
This same hazard is present if the ben- 
eficiary either sells or gives away the 
renewal account. 


Limited Bequest to Wife for Life: 
For those who prefer to restrict the in- 
terest of the wife to the renewals 
which may become payable during her 
lifetime, the commissions may be be- 
queathed to the wife to be received by 
her so long as she lives, with a further 
provision that commissions accruing 
after her death be paid to the children. 
If the wife’s interest is so restricted 
and she is denied the power to antici- 
pate, commute or dispose of the inter- 
est, or in other words, if the company 
Is legally bound to pay her only the 
commissions as they accrue under the 
terminal provisions of the agent’s con- 
tract, then there would be no danger 
of an income tax on the value of the 
remainder at her death even under 
Present regulations. In this situation, 
however, there would also be no mar- 
ital deduction, because she would have 
only a “terminable interest”.” At the 
same time, this particular method of 


disposing of terminal commissions may 
commend itself to the agent who does 
not anticipate building up a gross es- 
tate exceeding $60,000 and who desires 
a simplified mode of settlement for his 
dependent survivors. 

Testamentary Trust: For the life 
underwriter who desires to take ad- 
vantage of the marital deduction and 
still avoid the possible depletion of his 
renewal account by the peculiar code 
provision discussed above, we recom- 
mend a testamentary trust. It is my 
belief that such a trust would be ad- 
visable for the owner of a large re- 
newal account in any event, for if he 
has minor children, he has a respon- 
sibility to select some reliable person 
or bank to receive and administer for 
their benefit the funds that may be 
payable to them in case they should 
be deprived of both parents. The test- 
amentary trust affords him a chance to 
be forehanded and anticipate the haz- 
ards of life and chance that may befall 
his children. For the same reason, a 
testamentary guardian should be ap- 
pointed, and in most cases the trustee 
and the guardian will automatically 
qualify when the will is allowed. 


The testamentary trust will afford 
greater advantages than other methods 
of disposing of the renewal account. 
It may provide for income to the wid- 
ow so long as she lives, and then to 
the children until they reach majority 
or perhaps until the end of the renew- 
al payment period. It is the most ef- 
fective medium for spreading the pay- 
ments over a longer period than that 
provided in the contract and giving the 
beneficiary a level income rather than 
one entirely dependent on premium 
persistency. If the testator has no chil- 
dren, or if his children have reached 
legal age and he does not wish to con- 
tinue the trust beyond his wife’s death, 
he may provide that at this point the 
trustee shall assign the interest to oth- 
er beneficiaries who would then re- 
ceive the balance of commission pay- 
ments directly from the company. 

Since it is likely that the average 
testamentary trust will continue after 
the death of the wife, it will be nec- 
cesary to name another trustee, al- 
though the wife may be named co- 
trustee for her lifetime if desired. We 
believe that this has no particular ad- 
vantage unless she has some business 
experience and understanding of fi- 
nancial problems. The other trustee 
should be a bank or a trusted adviser. 


The terms of the trust should be 
specific as to the treatment of terminal 
commissions, and _ should _ provide 
whether they are to be regarded as 
principal or income. If as income, then 
they will be distributed by the trustee 
as and when received, and there will 
be no trust corpus remaining at the 
end of the renewal period. If the re- 
newals are treated as principal, the 
amount received will be invested by 
the trustee and the beneficiary will 
receive only the income on the funds 
so invested. In this situation the ben- 
eficiary would be taxed only on the 
income received, although the trustee 
would probably be required to include 
the amounts received from the insur- 
ance company in the trustee’s own 
fiduciary income tax return. This 
would have the advantage of dividing 
the income tax burden between the 
wife and the trustee, and this same 
reduction of tax liability can also be 
effected by multiple trusts if there is 
more than one beneficiary. It is also 
possible that the testator may wish to 
direct some apportionment between 


S. F. Managers Hear Talk 


on Renewal Commisions 


James N. Ackerman, assistant gener- 
al counsel of Bankers Life of Nebraska, 
addressed San’ Francisco General 
Agents & Managers Assn. on “Some 
Problems Concerning Agents’ Renewal 
Commissions” in which he stressed 
vesting in relation to estates, receipt 
of commissions at the time of retire- 
ment, and agents’ renewals from the 
viewpoint of the general agent. 

The meeting was opened to ques- 
tions and much interest was shown in 
this matter, which is somewhat in a 
state of uncertainty at present due to 
no definitive rulings from the internal 
revenue bureau, and Health, Educa- 
tion and Welfare Department. 

Mr. Ackerman touched on several 
recent court decisions which bear upon 
the legal questions surrounding life 
agents’ contracts and renewal com- 
missions. 








income and principal, and he may even 
decide to confer upon the trustee the 
right to sell or pledge the commission 
equities at the trustee’s discretion.” 
Although the trustee must pay an 
income tax on the commissions as they 
are received from the company, he is 
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entitled to a limited deduction for 
those estate taxes which will have 
been paid by the agent’s executor on 
the fair market value of the renewal 
account.” This deduction, however, is 
from income rather than from income 
tax, and consequently is not very 
substantial. 

It does not seem entirely fair that 
this asset of the estate, the proceeds 
of which are paid out gradually over 
a period of years, should be taxed as 
income for the full amount paid out. 
It is my hope that some formula might 
be devised which would be acceptable 
to the bureau and which would per- 
mit the trustee to allocate to income 
an amount which is reasonable to re- 
turn on the estate tax valuation of the 
renewal account. It would also be nec- 
essary for this method of apportion- 
ment to be sanctioned by the language 
of the will. 

Marital and Residuary Trusts: For 
the larger estates we have recom- 
mended two trusts: (1) a marital and 
(2) a residuary trust. The first would 
qualify and the second would not. For 
the marital trust we know that any 
principal which may be left upon the 
death of the wife would be taxed in 
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her estate. Consequently, the trustee 
may be given broad discretionary 
powers to distribute principal from 
this trust according to her needs. In 
the residuary trust, however, the prin- 
cipal will pass by the husband’s will 
on his wife’s death, and therefore will 
not be taxable in her estate. Here it 
would be logical to confer upon the 
trustee a discretionary power to ac- 
cumulate the income not required for 
the wife’s needs and add this to prin- 
cipal, assuming that this is permissable 
under applicable state laws. At the 
same time, the wife may be given a 
tax-free power of appointment over 
the corpus. In this way the corpus of 
the marital trust, taxable in the wife’s 
estate, will gradually be reduced, 
while the corpus of the residuary trust, 
not so taxable, will gradually be in- 
creased. 


There are two types of marital 
trusts which may be used, the more 
popular of which is the “power of ap- 
pointment” trust. In order to qualify 
this for the marital deduction, it is 
necessary that the wife be entitled to 
“all the income”’, which must be pay- 
able “at least annually”, and that the 
trust confer upon her the right to 
appoint the entire principal free of the 
trust, which power must be exercis- 
able in favor of her or her estate. If 
she exercises this power, then the in- 
come tax difficulty above described 
may arise. There is, however, no law 
against urging her not to exercise this 
power, nor against praying that she 
won’t. If she does not, then section 
126(a) (2) should not apply to im- 
pose an income tax on the account at 
her death, because the renewals then 
remaining will not be transferred by 
her but will pass under the life un- 
derwriter’s own will. A desirable sol- 
ution would be to have concurrent 
wills executed by both husband and 
wife, with the husband’s will provid- 
ing a suitable default distribution and 
the wife’s will expressly denying any 
intent to exercise her power of ap- 
pointment. 

The second type of marital trust has 
been referred to as an “estate” trust 
and would simply provide for disposi- 
tion of the commissions to the widow’s 
estate upon her death.* To qualify 
this trust, the income must either be 
payable to the widow during her life 
or left to accumulate and paid to her 
estate upon her death along with the 
principal. This type of trust is useful 
only for the life underwriter who is 
reasonably certain that his wife is am- 
ply provided for in other ways and 
that the renewal account will be need- 
ed for other beneficiaries upon her 
death. 

e e e 

One rather serious hazard which is 
presented to the planner of the life 
underwriter’s estate is that renewal 
commissions paid into a marital trust 
will be held to be income and that a 
direction to pay these out to the widow 
as they are received by the trustee 
may be an essential ingredient to qual- 
ification. It may then be contended 
that the trustee is merely a conduit 
and the trust is dry and pointless. This 
may serve to discourage the average 
agent from setting up a marital trust 
of his renewal commissions and induce 
him to use other property to exhaust 
his marital deduction. Nevertheless, in 
those situations where the renewal ac- 
count constitutes the overwhelming 
proportion of the total estate, he will 
still be tempted to use the marital trust 
even though it may thwart his desire 
to spread the payments for his wife. 

The trust device inherently poses 
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the problem of apportioning betweg 
income and principal each renewal x 
it is paid. There are no regulation 
indicating what percentage of 
payment will be considered by 
commissioner as “all the income”, I 
is possible that the dilemma which 
have described in our preceding 
graph could be resolved by the form, 
la which would allocate to income a 
amount equal to a reasonable retyy, 
on the value of the renewal accoyy. 
but this would probably require a te 
case in the courts or an amendmey 
to the regulations. 


Valuation of Commission Intereg. 
Many of you have devoted som 
thought to the value which will » 
placed upon your renewal commission; 
for estate tax purposes. Under the cog 
the renewal account should be assesgaj 
at the fair market value, * but thi 


may be difficult to ascertain where th | 


account is not in fact sold. A fact 
often used in making up the executor; 
inventory of this important item is the 
commuted value placed upon the a. 
count by the company in accordance 
with persistency tables, such val 
being further discounted into the fy. 
ture. Although experience has show 


these actuarial tables to be surprising. } 


ly accurate, they do not always reflec 
a true market value, and the figure 
they produce is generally higher than 


the amount which the commission ip. | 


terest would bring in an imaginary 
market place. This figure should be 
used merely as a maximum for the 
bargaining which may take place be. 
tween the executor and the revente 
bureau. 

The burden is on the executor to es- 
tablish a fair value for the commission 
interest. Under the code he has an op- 
tion to select one year from the date 
of death as the date for his valuation* 
This option must be elected within 15 
months from the agent’s death. The 
earlier date would seem preferable in 
most cases because the commissions 
received in the year intervening be- 
tween the death of the agent and the 
optional valuation date would be in- 
cluded in full, instead of being dis- 
counted, if the later optional date is 
elected. 


It has occurred to me that the execu- 
tor might receive some assistance from 
banks and other lending institutions 
which make a practice of advancing 
funds on security of renewal commis- 
sions and which obviously would pro- 
vide a realistic appraisal based upon 
lapses, surrenders, and other hazards 
that may arise during the renewal per- 
iod. Perhaps we should inaugurate a 
clinic to indoctrinate those fortunate 
mortals who are destined to become 
executors of life underwriters. 

The tax bite which Uncle Sam takes 
from our income and principal has 
assumed such gigantic proportions that 
we are often prone to forget that our 


$24 Million on War Deaths 


Death claim payments by all U. $. 
life companies on Korean war casual- 
ties since 1950 have totaled about $24 
million, Institute of Life Insurance 
says. More than 17,000 policies were 
involved in the claims reported paid 
up to Sept. 30, 1953. The payments rep- 
resented less than one-half of 1% of 
total life insurance death benefits paid 
by life companies in this period. 











New Citizens National Policies 
Citizens National Life has added four 
new contracts to its portfolio: contin- 
uous and 20 payment endowment at 
age 65; 5 and 10 year term. 
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er 


travelers Names Regional, 


pistrict Group Supervisors 
avelers has appointed Charles C. 
Hubbard regional supervisor of group 
ions at Philadelphia, and has 
med these five district group pension 
- rvisors: Joseph R. Cormier at Chi- 
ye Robert L. Pershing at Detroit, 
~~ L. Byrnes, Jr., at Cleveland, Gil- 
a M. Sawyer, Jr., at Pittsburgh, and 
William D. Shaw, Jr. at Minneapolis. 
Mr. Hubbard joined the company in 
1931 in the home office group depart- 
ment and latter served at Detroit, 
syracuse and Cincinnati as group field 
service representative. He was appoint- 
ed to the agency department in 1941 
and subsequently went to New York, 
Cleveland and Philadelphia, where in 
1950 he became regional group super- 
yisor. 
a Cormier went with Travelers in 
1949, Mr. Pershing in 1951, Mr. Byrnes 
in 1948, Mr. Sawyer in 1949, and Mr. 
Shaw in 1948. 









N. Y. Phone Tickler Out 


The annual edition of Weekly Un- 
derwriter’s insurance telephone tickler 
of the metropolitan New ‘York-New 
Jersey area is ready for distribution. 
The tickler consolidates addresses, pos- 
tal zone numbers and telephone num- 
‘pers of agents, companies, associations, 
trade journals, adjusters, appraisers, 
actuaries, inspection services, under- 
writers and brokers. 

The tickler is a handy, spiral-bound 
book 5x8 inches, selling for 50¢. 








state governments also require funds 
for their operations, some of which 
must be raised through income and in- 
heritance taxes. It is surprising how 
little attention is paid by estate plan- 
ners to state inheritance taxes, al- 
though these may even diminish an es- 
tate too small to have any federal tax 
problems. This is another justification 
for the services of an attorney who is 
conversant with local laws and estate 
practices. 

Payment of Estate and Inheritance 
Taxes: Taking for granted that there 
is no feasible way to avoid tax liabil- 
ity in this day and age, it then be- 
comes important to provide cash for 
the payment of such taxes, so that 
other benefits may not be diverted 
into the tax till. The will may provide 
that certain taxes be paid from the 
residue. This will serve to assure full 
payment of individual bequests, and 
may also be important to the agent 
who has purchased personal life in- 
surance and does not wish this invaded 
for tax purposes. We have already 
seen that the fair market value of re- 
newal commissions will be included 
in the agent’s gross estate. 


This estate tax will be due and pay- 
able not later than 15 months after 
the death of the agent, at a time when 
only a small portion of the renewal 
commissions may be available to pay 
the tax.” The same situation may ex- 
ist with respect to life insurance pro- 
ceeds payable in installments. Thus 
it becomes important that some liquid 
funds be furnished to enable the exe- 
cutor to meet these estate tax obliga- 
tions. Obviously, the best method of 
accomplishing this is to purchase fur- 
ther life insurance payable to the es- 
tate and then direct the executor to 
use the proceeds to pay taxes. 

_ For those agents who may elect a 
Joint and survivor option in their re- 
tirement plans, it should be remem- 
bered that the commuted value of this 
benefit, based on the wife’s life ex- 
pectancy, will be taxed in the agent’s 
gross estate, even though he retains 
no reversionary interest in that por- 
tion of the pension payable to his 









wife.* This feature should not be over- 
looked in estimating the amount of 
tax to which the agent’s estate will 
be subjected. : 

In conclusion I wish that I might 
supply some formula to provide for 
every contingency and to reap every 
advantage during the agent’s lifetime 
and after his death. As you who have 
prepared estate plans for clients will 
know, every project must be custom- 
made to suit the individual’s needs. 
After sharpening your wits on your 
own personal affairs, you should be 
even better equipped to help these cli- 
ents. I can only remind you, as you 
have often reminded a hesitant pros- 
pect, that it is later than you think, 
and although it may be many years 
before the need for your own plan 
arises, the peace of mind you will have 
in knowing that a sound plan is ready 
will itself postpone the inevitable day. 
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New York Life Home Is 25 


New York Life marked the 25th an- 
niversary of its home office building 
at 51 Madison avenue, New York, at 
an open house attended by 500, includ- 
ing 150 retired employes. 








lowa Life Extends Age Limits 


Iowa Life will now issue its 15 year 
term policy beginning with age 15, 
rather than the former age of 20. Its 
home and family protector policy, 
which had been issued from ages 20 
through 50, will now be issued at ages 
15 through 60. 


Neb. Actuaries to Meet 


The newly formed Nebraska Actu- 
aries club will hold its first meeting 
at Lincoln, Dec. 16. Arthur W. Larsen, 
vice-president and actuary of United 
Benefit Life, is president, and Don I. 
Parker, vice president and actuary of 


Security Mutual Life of Lincoln, is 
secretary-treasurer. 





e Floyd E. Wright, agent at Elkardt, 
Ind., for Prudential, was honored at 
a luncheon marking his 20 years with 
the company. 
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$75 Million a Year Traftic Death Claims 


According to the Institute of Life 
Insurance, there were 28,000 life in- 
surance death claims resulting from 
motor vehicle accidents in the first 
nine months of 1953, with a total 
amount paid of $55 million. In num- 
ber of claims they were 2.4% of the 
total and in amount 3.7%. 

With an indicated 1953 death claim 
total from this source of around 37,000 
and an aggregate amount close to $75 
million, can there be any doubt motor 
vehicle accident deaths are something 
for the life companies to get aroused 
about? Just in the first nine months 
of this year there were about 1,000 
more death claims and $5 million more 
paid out on account of such deaths 
than in the same period of 1952. 

There is ample evidence that when 
there is a determined effort to get at 
the causes of traffic fatalities there is 
a dramatic reduction in their frequen- 


cy. What is lacking is a sufficiently 
widespread consciousness of the seri- 
ousness of the problem and of the ef- 
ficacy of known remedial measures— 
and of the need for getting action. It 
is almost as if a remedy were known 
that would cure half the cases of heart 
disease—while all but a few doctors 
still took the apathetic view that not 
much could be done about it. 

The big need is to change the driving 
habits of those who are willing to be 
shown the light and to provide ade- 
quate enforcement to put the fear of 
the law into those that haven’t the 
sense or the decency to drive as they 
know they should. Nobody expects the 
life companies to pay for such an am- 
bitious program but life companies 
could well act as the catalyst to bring 
about an awareness of the problem that 
would eventually result in the needed 
money being provided. 


Why Not Make It Easy to Pay? 


So much has been done to investi- 
gate other aspects of selling life in- 
surance that it is surprising that so 
little has been accomplished in the field 
of making it easy for the policyholder 
to pay for his insurance. Yet paying 
premiums is usually the only thing 
that people object to about life insur- 
ance, so why not try to make it as 
painless as possible? 

Managing Director Charles J. Zim- 
merman of L.I.A.M.A. has repeatedly 
urged the adoption of some system 
that would make it as easy to pay for 
life insurance as for a refrigerator or 
automobile but there has been dis- 
couragingly little response. Instead, 
the companies go on charging high in- 
terest rates on premiums paid more 
frequently than annually and doubt- 
less the cost of handling justifies this 
added charge. Yet even if the month- 
ly premium were only one-twelfth of 
the annual it still would not be the 
answer. Most people have anywhere 
from several to a dozen or more indi- 
vidual policies and nobody wants to 
be bothered writing out a check each 
month for each policy, no matter how 
much he might like to have his premi- 
um load leveled out. 

The most obvious solution would be 
for the life companies to arrange with 
corporations to use the salary allot- 
ment basis for employes desiring it. 
Employers have to do this anyway for 
federal income tax, social security, un- 
employment insurance and often con- 
tributory group life insurance and 
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pensions. Another item should be a 
small job for the calculating machin- 
ery to take on. 

Such an arrangement would be vast- 
ly facilitated, of course, if the life 
companies were to get together and 
set up a central clearing house for pay- 
ments from corporations for this pur- 
pose. With such an arrangement, it 
would be necessary for the employer 
to send only one check each month to 
the clearing house as trustee, rather 
than having to send a check for every 
company represented among his em- 
ployes. In fact, the convenience of 
handling monthly premium payments 
in this way might well be the differ- 
ence between getting the cooperation 
of employers and not getting it. 

For the self-employed and others 
who for one reason or another might 
be unable to make use of this arrange- 
ment an alternative would be needed. 
This might take the form of an ar- 
rangement with banks under which a 
depositor would authorize his bank to 
deduct each month and send to the cen- 
tral life insurance clearing house an 
amount equal to one-twelfth of his 
annual life insurance premiums on all 
his policies. 

This is already being done by one 
prominent company but of course its 
appeal both to the policyholders and 
the banks would be tremendously en- 
hanced if all companies were partici- 
pating in it and making use of the 
clearing-house idea so that each bank 
would only have to draw one check to 
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cover its listing of all its depositors’ 
life insurance premium payments for 
the month to all companies. Moreover, 
each life company would be getting 
only one check a month—from the 
clearing house—covering all its poli- 
cyholders under the plan, no matter 
where they might be located. 

If there were such a clearing house 
for premiums, it might well be that 
casualty insurers would want to parti- 
cipate in it as a service to their policy- 
holders. Automobile liablity rates are 
getting so high that laying out the mon- 
ey for a year’s premium in one slug is 
quite a jolt for the average car-owner. 

This general approach, whether op- 
erating through the employers or 


——— 
through the banks, or both, woul 
make use of the well-known prope, 
sity of Americans for buying alma 
anything, no matter how costly, if they 
can use the relatively painless month, 
ly-payment system. Even if a Modes 
financing charge were necessary, jt 
would certainly be trifling alongside 
the substantial charges that buyers a, 
cept almost without realizing it in cop, 
nection with the general run of in. 
stallment purchases. Finally, such 4 
plan would have the big advantage, jy 
the case of salary allotment arrange. 
ments, of earmarking the Premiun 
money before it got into the Policy. 
holder’s hands and began to burn his 
fingers. 





PERSONAL SIDE OF THE BUSINESS 





George Barrett, the Chicago lawyer 
and brother of Insurance Director R. E. 
Barrett of Illinois, and Mrs. Barrett 
were called back Sunday from the NA- 
IC meeting at Miami Beach by the 
death of Mrs. Barrett’s mother, Mrs. 
Will G- Bates of Fort Wayne. 


Henry P. Richards, New York Life 
agent at Elizabethtown, Ky., is the new 
mayor there. The community has a 
population of about 6,000. 


Cyril Sheehan, the Minnesota com- 
missioner, went to the NAIC meeting 
at Miami Beach from Camp LeJeune, 
the marine corps installation, in North 
Carolina, where he did a two-week 
trick. He is a lieutenant-colonel in the 
marine corps reserves. 


Mike C. Barron, Great National Life 
agent at Bryan, Tex., has been elected 
president of the chamber of commerce 
there. 


J. J. Klingenderger, assistant vice- 
president of Lincoln National Life, was 
at Lutheran hospital in Fort Wayne, 
Ind., as a result of suffering a slight 
stroke. His condition has improved 
steadily. 


Norman H. Nelson, vice-president of 
Minnesota Mutual, has been elected 
regional vice-president and member of 
the executive committee of Mortgage 
Bankers Assn. of America. He also has 
been named grand marshal of the 
Mortgage Bankers legion, composed of 
all association members who have 
served four years or longer on the 
board of governors. 


R. K. Tubman, manager at Phoenix 
for Bankers Life of Iowa, as president 
of Central Arizona United Cerebral 
Palsy Assn., attended the national con- 
vention of that organization. 


Henry Moser, general counsel of All- 
state Ins. Co., and a man especially 
well known in the realm of state super- 
vision, arrived at Miami Beach for the 
NAIC convention just three days after 
having been married, and Mrs. Moser 
was warmly welcomed into the ranks. 
She is the former Ruth Coy, who was 
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once of Enid, Okla., and who more re. 
cently has been located at New York 
The Mosers are going on from Florid 
to Haiti and San Juan. 


H. S. McConnell, manager of Mid. 
west Life of Nebraska at Pueblo, Col, 
has been elected to the city coun 
there. 


Mrs. Winifred Becker, wife of Presi. 
dent Charles E. Becker of Franklin 
Life, is hospitalized at Los Angeles, 


John R. Mage, general agent fo 
Northwestern Mutual Life at Los An. 
geles, has been named general can- 
paign chairman for the 1954 Hear 
Fund drive there. 


W. Russell Arrington, vice-president 
and general counsel of Combined of 
Chicago, and a prominent member of 
the Illinois legislature, is being urged 
to stand next year for election as state 
senator, due to the death of William 
Knox. 


President Frazar Wilde of Connecti- 
cut General and Mrs. Wilde were pic- 
tured aboard the liner United States in 
the United States Lines advertisement 
appearing in Time magazine for Nov. 
30. It quoted Mr. Wilde as saying the 
United States is a “beautiful and beau- 
tifully run ship.” 





New Michigan Handbook 
Has Just Been Published 


A new, 


up-to-date Underwriters 


Handbook of Michigan has just been 
published by the National Underwriter 
Co. It provides complete and up-to- 
date information on the agencies, com- 
panies, field men, general agents, soli- 
citors, groups and other organizations 
affiliated with insurance throughout 
the state. ‘ 

Premiums and losses by lines in 
Michigan for all fire and _ casualty 
companies, and life insurance paid for 
and in force for life companies, ar 
also presented in a special statistical 
section. Copies may be obtained from 
the National Underwriter Co., 420 Eas 
Fourth street, Cincinnati 2, O., price 
$12 each. 


Howard J. Burridge, Present. 
Louis H. Martin, Vice-Presitent. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
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ATLANTA 3, GA.—432 Hurt Blidg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
_ Woodward 1-2344. A. J. Edwards, Resident 

anager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.: J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. Te 
Atlantic 3416. Clarence W. Hammel, Residett 


d 

Manager. 

I HIA 9, PA.—123 S. Broad Stree 
Room 1127, Tel. Pennypacker 5-3706. EB 


Fredrikson, Resident Manager. 1a 
PITTSBURGH 22, PA.—503 Columbia B' J 
Pa Court 1-2494. Bernerd J. Gold, Reside 
anager. 

8 FRANCISCO 4, CAL.—507 Flatiron Bids. 
Tel. Exbrook 2-3064. F. W. Bland, Pacii 


Coast Manager. 
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DEATHS 


MRS. NANCY BROWER SHEP- 
pARD of Pasadena, Cal., daughter of 
Horace W. Brower, president of Occi- 
dental Life of California, was killed in 
an automobile accident near Newport 
peach, Cal. Her husband, James C. 
sheppard, III, 24, was injured. Mrs. 
Sheppard, Mr. Brower’s only child, 
would have been 24 on Nov. 24. A 

duate of Stanford University, she 
was married to Mr. Sheppard March 

1951, while both were seniors at 
the university. Mr. Sheppard is a me- 
chanical engineer. 


ELMER ABBEY, 68, died at his 
home in San Antonio, Tex. Since his 
retirement as gen- 
eral agent for Aet- 
na Life in 1950, he 
had not been in 
good health but 
had made frequent 
visits to his old of- 





fice. Mr. Abbey 
had_ represented 
Aetna 35 years, 


more than 25 of 
them as_ general 
agent. At the time 
of his retirement 
he was honored by 
a testimonial dinner by eight men who 
were either managers or general agents 
for other insurance companies, all of 
whom got their start in the insurance 
business under him. Mr. Abbey was a 
charter member of San Antonio Assn. 
of Life Underwriters and San Antonio 
Life Managers Club, of which he was 
also a past president. A nephew, Wil- 
liam C. Abbey, is San Antonio general 
agent for Connecticut General Life. 


WILSON T. WRIGHT, 73, member 
and former chairman of Arizona cor- 
poration commission, which has super- 
vision of insurance, died at Good Sa- 
maritan hospital, Phoenix, after being 
in a coma for a week following remov- 
al of a diseased kidney. Mr. Wright 
was serving his fourth six-year term 
as a member of the commission. His 
last reelection was in 1950 and he had 
been a member for 21 years. He was 
chairman of the commission until last 
September, when illness forced him 
to relinquish his post, which was as- 





Elmer Abbey 


signed to Mit Simms, who now is in 
line election-wise for the chairman- 
ship. Politicians are speculating on the 
chances of George Bushnell, present 
insurance director, holding his job un- 
der the approaching corporation com- 
mission setup. The commission, which 
appoints the director, has been Demo- 
cratic up to now, and the present gov- 
ernor, Rule, a Republican, must ap- 
point a commissioner to fill the vacancy 
created by the death of Mr. Wright. 


ERNEST A. KIKER, 65, executive 
vice-president of Great Southern Life, 
died at his home in Houston following 
a heart attack. Mr. Kiker began his 
career as a bookkeeper for Great 
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ERNEST A. KIKER 


Southern in 1912 and was the com- 
pany’s oldest employe in point of ser- 
vice. He was successively cashier, sec- 
cretary and vice-president, reaching 
the latter post in the early ‘40s. He was 
made a director, and in July of this 
year became executive vice-president 
and a member of the executive and 
finance committees. 


WILLIAM H. TREAT, district super- 
intendent for Washington National at 
Louisville, Ky., died at his home there. 
He was 45, and had held the Louisville 
post for eight years. 


EDWARD N. VAN VLIET, 78, who 
retired in 1945 as manager for Pruden- 
tial in Newark, died at his home in 
Montclair, N.J., after a long illness. 
He was a founder of the Northern New 
Jersey Life Underwriters Assn. 


Curtis SS Hearing 
Develops Into 
Political Wrangle 


WASHINGTON—The Curtis social 
security subcommittee having con- 
cluded hearings that developed pretty 
much into a political battle, the com- 
mittee staff will develop a factual re- 
port, with summary of findings, for 
submission to the full ways and means 
committee in January, a committee 
spokesman said this week. This report 
will contain no recommendations, it 
was added. 

To some observers of the hearings, it 
appeared that social security may be 
nearing an important crossroads, de- 
veloping along one of three plans: (1) 
Continue as a so-called insurance pro- 
gram with a substantial trust fund; (2) 
go onto a pay-as-you-basis; (3) be- 
come practically a national welfare 
program more or less like the Town- 
send plan. 


Arthur J. Altmeyer, former social 
security commissioner, had charged 
the committee and its counsel with 
trying to undermine confidence in the 
social security system. He was sup- 
ported by Reps. Eberharter (Pa.) and 
Dingell (Mich.), Democratic members 
of the committee. 

Curtis throughout the hearings de- 
nied intent to injure social security, 
saying the committee’s only purpose 
was to “improve” it. When it was 
brought out that past statements and 
reports of Altmeyer’s had referred to 
OASI as “insurance”, although he told 
the committee it was not insurance in 
the same sense that a commercial pol- 
icy is, Altmeyer objected to taking 
such statements out of their context, 
and the Democrats had the full text of 
Altmeyer’s statements put into the 
record. 

Although saying there is no “con- 
tractual” relationship between the 





P. HAMILTON LEE, 55, who was 
associate manager of Life of Virginia 
at the time of his retirement because of 
disability several years ago, died in a 
Roanoke hospital. He had been with 
the company for more than 25 years. 

COLONEL EDWARD A. ZIPFEL, cousin of 
Harold Stribling, general agent at San Fran- 


cisco for Minnesota Mutual, died there. He had 
been with the company for three years. 


government and OASI-covered per- 
sons, Altmeyer insisted the coverage 
is even stronger since “the full faith 
and credit of the United States is be- 
hind it.” 

Altmeyer had been subpoenaed to 
appear as a witness, after rejecting an 
invitation to testify. He had advised 
Curtis he would not testify voluntar- 
ily because the subcommittee was set 
up to “wreck” the program. 

In connection with the administra- 
tion’s proposal that the OASI tax in- 
crease from 14% to 2% be postponed 
for a year after Jan. 1, 1954, it is un- 
derstood that organized labor, includ- 
ing the AFL and CIO, are opposed to 
this proposal. They prefer the present 
program, in general, with possibility of 
increased benefits being authorized 
later. 


Staton Resigns as U. S. Life 
Agency Superintendent 


Robert W. Staton has resigned as su- 
perintendent of agencies for United 
States Life. 

Mr. Staton has 
been with the 
company _§ since 
1950. During this 
period U. S. Life 
has more than 
doubled its total 
of general agen- 
cies, paid ordinary 
production for 
1953 will be more 
than twice the - 
amount in 1949, r 
and ordinary in g/g 
nan ee Robert W. Staton 

Before joining U. S. Life, Mr. Sta- 
ton was with Occidental Life of Cal- 
ifornia. After five years in the field 
for that company he went to the home 
office agency department where he 
served for 11 years. 

Mr. Staton has not announced fu- 
ture plans. 








O.K. Jeff. Standard TV 


Federal communications commission 
has awarded Jefferson Standard 
Broadcasting, a subsidiary of Jefferson 
Standard Life, a license for a TV sta- 
tion at Florence, S. C., but with some 
reservations due to the fact that Jef- 
ferson Standard Life recently bought 
preferred stock in Storer Broadcasting 
Co., which already owns five TV 
stations. 





Better act quickly! 








There are Unusual Opportunities in Other States, Too! 


Similar fine organizational opportunities await other good men in 
various cities and groups of counties (and other states yet to be 
developed) throughout the country. You, too, will deal direct with the 
home office. We are now in the process of building a vast organiza- 
tion of top producers to participate in our 50th Anniversary Celebra- 
tion. But meanwhile profit immeasurably by representing us NOW! 


These Five Fertile Fields 
Await Profitable Cultivation! 


In an active program to build business m ILLINOIS, WISCONSIN, CALI- 
FORNIA, PENNSYLVANIA and SOUTH DAKOTA, this strong. aggressive life 
company seeks high-calibre men. If you Hve in any of these states, learn 
what a splendid future you can have by growing with us. 


This can well prove to be an unusual LIFE opportunity to develop business 
by appointing sub-agencies and selling our portfolio of time-tested insurance. 
You will have direct contact with the home office. Immediate field training 
and sales assistance will be provided personally by our State Manager at 
no cost to you. You will also be further backed by proved and profitable 





promotions to develop leads that will help you make sales and obtain agents. 
If you have the ability, this is your chance to build a fine and lucrative agency. 
Are YOU the man in your state who can grasp this opportunity? 





@ Phone, wire or write quickly to Alexander MacArthur, Vice-President. 


CENTRAL STANDARD LIFE 


Iendd (VO5—> 1+ INSURANCE COMPANY 


211 W. Wacker Drive 


Chicago 6 








































































Head of Steering Group 
(CONTINUED FROM PAGE 1) 

York pinned on him, is quite an issue 
around here this week. Incidentally 
Mr. Dineen, who is now vice-president 
of Northwestern Mutual Life, is a 
prominent conventioneer this week. 

Commissioner Ed Larson of Florida 
and the local hosts staged massive en- 
tertainment. The high point was the 
cocktail party for perhaps 2,000 Mon- 
day at the Sans Souci, followed by 
buffet for the whole crowd, in a ter- 
race area that featured live Indians and 
mermaids for scenery and included a 
top notch water show. R. Kirk Landon 
of American Bankers heads the enter- 
tainment committee. Then on Tuesday 
afternoon everybody got taken to Tro- 
pical Park for the horses and that 
night to Biscayne Park for the dogs. 
There were excellent facilities for get- 
ting out the committee reports. Dade 
County won a lot of converts. Saturday 
night many took in the football game 
between University of Miami and Flo- 
rida U. 

Monday was taken up with commit- 
tee meetings and the first plenary ses- 


At that time there was a lengthy talk 
by Charles Johns, who is a local insur- 
ance agent of Starke, Fla., and who is 
acting governor of Florida. He recalled 
that he got his start during the depres- 
sion days as a debit agent for Gulf 
Life. He spoke highly of the insurance 
companies and mentioned that twice 
he had allowed policies of old custom- 
ers to lapse, due to inadvertence, and 
on both occasions his companies had 
come to the rescue and paid losses just 
as if insurance was in effect. Now, 
however, he said, he carries errors and 
omissions insurance. He advocated 
stricter laws to deal with what he 
called fly-by-night insurers. The in- 
surance business is getting too com- 
plicated, he said, and he wished the 
insurers wouldn’t make so many chan- 
ges and would get things simplified. 
He said that when he returns to his 
office after his period of public service 
he will have to go to school to catch 
up on the changes. 

Tom Smith, director of the Miami 
Beach Convention Bureau, extended a 
welcome and then Donald Knowlton of 
New Hampshire who had just been 
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make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P.M. 
Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested te 
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Life expansion program. 


Chicago 4, Illinois. 





WANTED 


EXPERIENCED GROUP LIFE EXECUTIVE 
Exceptional opportunity for qualified Group 
Life executive to head new Department. 
Must have sound and broad knowledge of 
all phases of Group Life operations. 

This is a genuine opportunity with a strong, 
seasoned Midwestern company for the right 
man. Top salary and generous additional 
employee benefits. Reply National Under- 
writer, Box V-65, 175 West Jackson Blvd., 
Chicago 4, Illinois, giving name, age, full 
statements of qualifications and experience. 
Our personnel know of this ad. 

















H.O. LIFE UNDERWRITERS 


Selection Department of N. J. insurance company 
has opportunity for experienced underwriter. High 
starting salary, regular increases, excellent oppor- 
tunities for advancement, liberal pension plan, 
group life insurance, hosp. and surg., etc. 

Write to Box V-63, The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill., stating ex- 
perience and salary requirements. 








HOME OFFICE EXECUTIVE 


desires position with life or combination 
company. Presently employed as Actuary. 
Also experienced in underwriting, claims 
and administrative duties. Mail replies to: 
V-71, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 


ACTUARIAL OPENING 
Medium sized Chicago company writing 
both Life and A & H has an opening in its 
Actuarial Dept. for an Actuarial student 
with two or three years practical experience. 
All replies will be kept strictly confidential. 
Address V-58, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














2O-40-96-46-06-06-06-0-1-1-06-06-00-00 00 00-00-0O- 
ARE YOU THIS MAN? 


A quality eastern company, writing A&H, Life and Group, seeks a new member 
for its Home Office sales staff—a practical, experienced field underwriter qualified 
to develop life insurance "know-how" in its national field force as a part of its 


If you have Life sales and training experience—and believe in your ability to do 
this kind of job—this could be the opportunity you have been seeking. Write fully, 
including your Life production record. Your confidence will be respected, of 
course. Address Box V-61, The National Underwriter, 175 West Jackson Boulevard, 





Want to he a 
Life General Agent? 


Opportunities In Mississippi, Arkansas and Ken- 
tucky (some personal-producing general agent 
openings.) Top commissions. Extensive line with 
unique policies and attractive savings plan. 
Set-up ideal for experienced agents who can 
sell and want their own agency. Old line mutual 
legal reserve company. Our men know of this 
ad. Write Box V-44, The National Underwriter, 
175 W. Jackson, Chicago 4, Ill. 











LEGAL ASSISTANT 


The Mutual Service Insurance Companies, 
1923 University Avenue, St. Paul 4, Minne- 
sota, desire an attorney (age 25-35) with 
2-5 years of pension, trust, tax or general 
life insurance experience to work with Gen- 
eral Counsel in multiple-line insurance op- 
erations. Write Personnel Division stating 
experience and background; all replies kept 
confidential. 








ACTUARY AVAILABLE 


Associate, Society of Actuaries, age thirty, 
with five years’ pension experience, seeks 
connection with consulting actuary, insur- 
ance home office or sales organization. Ad- 
dress V-70, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





Insurer Personally Liable 


Commissioner Gillooly has indicated 
that agents in West Virginia who act 
for Reliance Life & Casualty of 
Phoenix might become personally 
liable for all contracts they make and 
expose themselves to charges of mis- 
demeanor. The company is unlicensed 
and does business in West Viginia by 
mail. Gillooly has asked the company 
to stop. The company is, he said he 
understands, looking for agents to 
handle business as “counsellors.” 








elected vice-president to take the place 
left vacant by the death of George 
Butler of Texas, gave the response. D. 
D. Murphy of South Carolina gave the 
presidential address. He alluded to the 
fact that the rating laws are being 
criticized and he suggested that the 
time had probably come when it would 
be well for the commissioners and the 
industry to have a look at them in the 
light of the experience that has ma- 
tured since the enactment of PL 15. 

A splendid message from President 
Eisenhower was read. 


Wade Martin of Louisiana presided 
at an NAIC session Monday morning 
on insurance sales on U. S. military 
bases. He said the publicity generated 
by the Defense Department directive 
on such solicitation has helped to “cor- 
rect ills.” He noted that commissioners 
have been getting requests from com- 
manding officers on whether certain 
life insurance companies meet the 
minimum requirements of the Defense 
Department directive. To apply the 
state laws and to interpret the direc- 
tive of the military and issue a legal 
opinion is no simple matter, he said. 
The Louisiana solution, he said, was 
to send out an affidavit and question- 
naire form for insurers to complete. 

Then when there is a request from 
a commanding officer about a com- 
pany, this document is sent to him. 
Ralph Kastner of American Life Con- 
vention entered objection to the com- 
missioners questionnairing all insurers 
on this, when only a few are doing this 
military business. 


AGENT LICENSING 


At the NAIC committee meeting 
Monday morning on the idea of getting 
up an approved uniform agent licens- 
ing bill, there was a chorus of boos 
from the ranks of the organized agents 
from both the property and life insur- 
ance sides and applause from a spokes- 
man of Mortgage Bankers Assn. and 
from the direct writers and those op- 
erating through what might be termed 
captive agency organizations. How- 
ever, the committee later in executive 
session approved the bill. Carlyle Dun- 
naway, for National Assn. of Life Un- 
derwriters, reiterated his organiza- 
tion’s position that they don’t want to 
be bracketed with the property insur- 
ance people in this regard; they have 
their own bill, it is hard enough to 
make any headway with that alone, 
and they don’t want to become involv- 
ed in a lot of extraneous issues. 

At the NAIC session Monday morn- 
ing on Blue Cross-Blue Shield, the 
question was raised as to whether hos- 
pitals may not be guilty of unfair dis- 
crimination in favor of Blue Cross by 











GROUP INSURANCE 


Would like connection with a large agency 
or home office to handle group problems. 
Have had 15 years experience in sales and 
administration of group insurance. Address 
V-52, The National Underwriter Co., 175 








W. Jackson Blvd., Chicago 4, Ill. 


UNUSUAL ACTUARIAL OPPORTUNITY 
Medium sized rapidly growing midwest combina- 
utstand! ta actu- 


tion company has o 

arial department for man under age 4%. Must 
have executive ability and be Fellow of Society 
of Actuaries. Give full Cy ey Replies han- 
died confidentially. Ad U-39, The National 
Underwrite: Jackson Bivd., Chi- 
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Knowlton NAIC VP; Leggett sion didn’t come until Tuesday noon. W, Vq, Agents of Unlicensed 1¢250" of their choice of cost neil ate 


Albert Pike of Life Insurance ‘i ] 
America raised this point. eens 
Numerous proposals dealing with ,},y the WO 
group life insurance model bill yw ass a pr 
offered at the NAIC committee aR: igue to al 
ing at Miami Beach Monday afterngy|yency 2!T: 
with Fischer of Iowa presiding, — |i,surance 
Albert Pike for Life Insura jssioner. 
of America, Oren D. Pritchard ‘ton aoa NM 
LU, and A. N. Guertin for ALC stp > general L 
ly urged adoption of the so-called 2 ew requ 
rule on group life limits. This w a vatement 
replace the straight $20,000 limitas 4 ted a di 
in the model bill which hasn't _ rece. 
specific legislative approval. Whar a re th 
wanted is a limit that can be cuit ednesda 
and that will serve to curb the an \ t had 
of covers in astronomical amounts rt ms nce ¢ 
Pike said there is a question of on me who 
tion involved and Congress and th re insur 
Treasury are watching Closely wh ti : : rresp 
done — and are asking what a 5 ha 
ress is eing made in developing Jim;, 
legislatively. Mr. Pike also recom i Ane 
ed amending the model bil] to all yo trade 8 
plans to be set up on a contributes saa 
basis under union welfare plans “a — 
union and employers have barg: i [promptly 
for such. He said the model bill sates but 
phrased to require the employer teal trade, He 
all in trade association cases so péjabuses_ in 
ease the enrollment problem andl ‘fiat call 
sure 75% participation. However the fire and ¢ 
are now check-off deals being en refend port 
into and if the union and the emplg,{™! St 
ers agree to a plan on a contribute) cane thes 
basis, state law shouldn’t bar it, {ety insuz 
Mr. Pike asked for a return to i429 7480 
old provision of a 31-day period afje|?ies to 
termination of employment durin)‘ TePorti 
which an employe may comment il actions be 
group insurance to individual polig|dbility of 
The model bill now provides for «ligation 
days. In 1946 there was agitation fo 5 4 horse 
provision requiring that the employ: 
be given notice of this right to m4 
vert, but when agreement couldn't jhost at a 
reached on this, the period was chang. i 
. to 45 days. Then in 1948 the notig 
Ovision was inserted in the model hj 
but the 45 day provision ms 
changed. No state has enacted the 4) 
day feature, he said, and 31 is mu Li 
more logical. It corresponds to th 
grace period in the individual Policy 
On multiple employer groups he rajjust now 
ommended requiring that either all tig? Part ti 
labor union members be in the sangs?tingfie 
occupation or the employers be in tty’: 
same industry. 
Mr. Pike said that there is a tender 
cy that needs to be curbed to set ye main 











































Chicago or some other large center ami 
then to line up the program all over ti 
country. He proposed an amendmentiq'” 
the model bill providing that in traé 

association cases where there is up lif 
labor union involved a fund must iq” hour 
established in the state in which tq@Pology t 
policy is written and a majority of tq"epealing 
employes of each employer must i 
located within that state. 






















S. D. Juliana of Aetna Life outlined 
several amendments which his com 
pany is offering but which have 
yet been submitted to the industy 
groups. They suggest that the minimu 
number of lives be reduced from 2) 























evidence of insurability be requif 
until the number covered reaches 

Also he suggested stronger wording 
the 20-40 limit provision, saying tui’™! * 
policyholders are finding technicalitit Insertion 
to get around reasonable limits. #q°' Sroup 
suggested restoring the old $500 fac Testoratic 
ty of payment provision. This is i 
only $250. Also he wants a provisid 
for paying up to $100 a month to & 
person in charge of a minor or inca 
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<= t person until a guardian or com- 
cost meth, nittee is appointed for the payee. Last- 
ance Assn, »; jy Aetna Life suggests a provision for 
‘Luring that the insurance is not lost 
wy the workers during a strike. It sug- 
sts a provision that an insurer may 
issue to any entity a temporary emer- 
gncy arrangement for continuing the 
qsurance providing a copy of such a 
pact is filed immediately with the com- 
missioner. 
Buist M. Anderson of Connecticut 
general Life entered objection to the 
new requirement that in the annual 
gatement policy exhibit there be com- 
rieted a detailed statement of reinsur- 
ance received, his appearance being 
yefore the NAIC blanks committee 
wednesday afternoon. This require- 
ment had been inserted, he said, at the 
stance of Charles Dubuar of New 
york who felt that the life and prop- 
€SS and thJerty insurance blanks should be made 
Sely what fio correspond in this connection. 
what Prog. e ° e 
loping limi: Mr. Anderson said there is prying in- 
Tecommenit., trade secrets that don’t bear on the 
bill to allo ivency of a company. He said the 
Contributor companies would furnish this data 
har. Wher; promptly on request of the individual 
del Pi states but object to revealing it to the 
lo a Walirade. He said there have been no 
wren. © Dal.buses in the life insurance business 
lem pal that call for any such remedy. In the 
Wever. the fire and casualty field there are year 
eing ent fend portfolio deals to improve the an- 
the em Pg nual statement showing and just be- 
contribane cause there are questions in the prop- 
bar it ~ erty insurance blank to catch there is 
oturn re no reason for the life insurance com- 
Period atin panies to suffer. There is no objection 
ent during to reporting reinsurance ceded trans- 
convert hi actions because these may bear on the 
dual policy ability of the company to carry on its 
rides for 4) bligations but reinsurance received 
itation for ; isa horse of another garage. as 
‘he employ: Passe Club International, consisting 
ght to cop! ex-insurance commissioners, was 
couldn't ,jhost at a luncheon during the NAIC 
was chang! meeting Monday to the incumbent 
8 the notig state officials. M. J. Harrison of Little 
1e mode! hi! Rock, prominent insurance lawyer and 
1 was mjex-receiver of Betterway Life, was in 
cted the yjcharge. Howard Brace of Occidental 
31 is myjlife, who is the secretary, couldn’t 
,jmake the trip, as he suffered a heart 
dual policy attack about eight weeks ago and is 
oups he rejiust now getting back to the office on 
ja part time basis. Ernest Palmer of 
ang opringfield, Ill., was billed to introduce 
jJ. Edward Day, the former Illinois 
director who is now with Prudential, 
but it turned out that Mr. Palmer gave 
d to set yihe main spiel. Both of these former 
few York qllinois directors came through with 
afclever talks, but the luncheon ran 
anearly an hour overtime and threw 
the afternoon committee schedule off 
jkilter. Fischer of Iowa came into the 
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4an hour late and said facetiously in 
Japology that he was going to see about 
dtepealing the Passe Club. 
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The NAIC subcommittee on credit 
life and credit A & H insurance at a 
inj teakfast meeting Thursday at Miami 
Beach voted to recommend with only 
minor changes the rules governing 
sale of this insurance that was shaped 
up at a meeting at Columbia, S. C., 
last Aug. 17. 

The life committee decided on the 
44PPpointment of a subcommittee to 
e requir Study further modification of the mod- 
reaches 2i/¢! group bill over and beyond the two 
changes that were decided upon at Mi- 
aying thi,@mi Beach. Those changes were the 
chnicalitis}'Sertion of the so-called 20-40 limit 
limits. #4°f group life insurance per life, and 
5500 facili restoration of the 3l-day period for 
his is nowj°ONVersion of group insurance to indi- 
- provisial Vidual coverage following termination 
nth to tq°f employment. 
or incot 























There was no appointment made of 
a new chairman of the life committee 
at Miami Beach which became neces- 
sary by reason of the fact that Law- 
rence Leggett of Missouri, who has 
been the life committee chairman, was 
elected chairman of the executive 
committee. It is expected that the 
new life committee chairman will be 
either Fischer of Iowa or Sullivan of 
Kansas. 





Assn. of Insurance Advertisers—the direct 
mail people—held a luncheon at Miami Beach 
during the NAIC convention with Jerome Ku- 
tak, the president, in charge. They went into 
a huddle on the proposed Langer judiciary 
committee probe. Alvis Layne of Washington, 
counsel of AIA, was on hand. 


Glenn Waugh, chief examiner of the Ohio 
department, is returning to Columbus via In- 
dianapolis to get a glimpse of his new grand- 
daughter and his first grandchild, Krista Dick- 
erson, whose parents are Mr. and Mrs. Howard 
Dickerson. 


Superintendent Lawrence Leggett of Missou- 


ri had with him at the NAIC meeting Lt. Gov. 
James T. Blair of his state. 





Mail Order Adjournment 


Cancels Commissioner Trek 
(CONTINUED FROM PAGE 2) 
delicate that there is fear to talk about 
it lest it might give comfort to the ad- 

vocates of federal regulation. 

J. F. Follmann of Bureau of A. & H. 
Underwriters said there are plenty of 
means now available for coping with 
misleading advertising. 

Kavanaugh of Colorado, the com- 
mittee chairman, said he didn’t share 
the belief that the progress was so 
commendable. He felt that there was a 
problem that ought to be thoroughly 
ventilated. 





Increases Discount Rate 


General American Life has increas- 
ed from 2 to 24%4% the discount al- 
lowed on advance premiums. There is 
no limit on the number or amount of 
premiums which can be paid in ad- 
vance, except that on the ordinary life 
and similiar plans requiring premiums 
for all or nearly the whole of life, the 
amount of money acceptable will be 
limited to $50,000. 

Because its mortgage redemption 
and family income plans have been 
more popular than its home purchas- 
er’s policy, the company has with- 
drawn the latter form. 





New Reinsurance Facility 


Continental Casualty is establishing 
a reinsurance division which will be in 
full operation by next February. The 
company will provide complete re- 
insurance facilities for all lines of bus- 
iness, except life, including its many 
types of extra hazard and unusual ac- 
cident-sickness-travel risks, both do- 
mestic and world-wide. 





Certiorari Is Denied 


WASHINGTON—The U. S. Supreme 
Court has denied a certiorari in No. 
411, Reserve Life vs. Simpson. 





Ohlsen Agency Fetes Officials 
The Arthur Ohlsen agency of Mutual 
Life at Miami had a luncheon gather- 
ing Thursday, with President Louis G. 
Dawson of Money and Vice-President 
Richard Learson and Associate Gen- 
eral Counsel John Kelly, who were at 
Miami Beach for the NAIC meeting. 





Milwaukeeans to Elect Dec. 16 

The Christmas party and election 
meeting of Life Managers & General 
Agents Assn. of Milwaukee will be 
held Dec. 16. 





e@ General American Life has promot- 
ed Charles Tremain to manager of the 
groyp sales administration depart- 
ment. He joined the company last Feb- 
ruary. 


Maccabees Promotes 
Nelson and Hansen; 
Wiggle Is Retiring 


Peter Wiggle has resigned as secre- 
tary-treasurer of the Maccabees and 
is being succeeded by Norman C. Nel- 
son, formerly assistant secretary-treas- 
urer. Howard C. Hansen has been ad- 
vanced from assistant office manager 
to succeed Mr. Nelson. 

Mr. Wiggle, who will continue with 
the Maccabees as a trustee, served 





Norman C. Nelson Howard C. Hansen 


as group commander for Michigan be- 
fore becoming secretary-treasurer six 
years ago. He is a former assistant 
postmaster for Detroit. 

Joining the Maccabees in 1925, Mr. 
Nelson later served as head of the ac- 
counting department before being 
named assistant secretary-treasurer in 
1937. After graduation from University 
of Michigan in 1921, Mr. Nelson served 
with Chicago Board of Underwriters 
and later with the bureau of foreign 
and domestic commerce at Washing- 
ton. He is a veteran of the first world 
war, and also a fellow of Life Office 
Management Assn. Institute. 

Mr. Hansen started with Maccabees 
in 1937 and was advanced to assistant 
office manager in 1946. He attended 
Wayne University and is a veteran of 
the last war. Mr. Hansen also is a fel- 
low of LOMA Institute. 





Jefferson Standard Stages 


Agency Managers’ Seminar 


Jefferson Standard Life conducted a 
seminar at the home office for 37 of 
its managers who recently attended 
LIAMA schools. Presiding at the ses- 
sions were Karl Ljung, vice-president 
in charge of agency operations; R. B. 
Taylor, agency manager, and Jack S. 
Causey, superintendent of agencies. A 
welcome was extended by Howard 
Holderness, president. 

Guest speakers were Brice McEuen, 
LIAMA director of schools, on “Is 
Manpower Always the Answer?” and 
Fred Peirce, associate director of the 
company relations division of LIAMA, 
on “Retraining Your Old Organization.” 

Other Jefferson Standard home of- 
fice speakers were Mary R. Taylor, 
agency relations director; Seth C. Ma- 
con, Hal R. Marsh and W. L. Seawell, 
superintendents of agencies, and John 
Griffiths, agency assistant. 





Managers to Hear Holleman 


Vernon W. Holleman, general agent 
for Home Life at Washington, D. C., 
will speak before Buffalo Life Man- 
agers Assn. Dec. 11 on “Selecting and 
Directing the Financed Underwriter’. 
Mr. Holleman is a graduate of the first 
LIAMA school. 


Award Ohio Scholarships 


Charles W. Griffith Memorial Foun- 
dation for Insurance Education has 
awarded scholarships for the current 
school year. For the first time since 
the program was established in 1951, 
awards have been granted at schools 
other than Ohio State University. This 








was done to broaden interest in insur- 
ance education throughout the state. 

The awards went to Edward W. Al- 
tstaeteter, II, and James B. Findley, 
Ohio State University; James F. Mc- 
Causland and Robert H. Rize, Miami 
University, and William R. Bittner, 
Bowling Green University. 

According to Dean M. Kerr, direc- 
tor of government relations for the 
Ohio Farm Bureau companies, chair- 
man of Griffith Associates, all recip- 
ients of the 14 awards made during 
the past two years have either entered 
insurance or are serving in the armed 
forces. 





McDonald Succeeds Struck 


as Fargo General Agent 
Vernon H. Struck has resigned as 


. general agent for Aetna Life at Fargo, 


N. D., and has been succeeded by Rod 
J. MacDonald, who has been assistant 
general agent at Detroit since 1952. 

Mr. Struck, who will continue as a 
personal producer, has been general 
agent at Fargo for five years. Mr. Mac- 
Donald, before going to Detroit, held 
a similar position with the company at 
Duluth, Minn. 


Inter-Ocean Hits 50 


W. G. Alpaugh, president of Inter- 
Ocean, is shown giving the opening ad- 
dress at his company’s 50th anniversary 
homecoming meeting at Cincinnati. 
The two-day affair was by invitation 
to some 60 members of the field staff 
in the various divisions who had been 
with the company for the greater part 
of its first 50 years. 

In addition to various social activi- 
ties, on both days two sound films— 














“The Bettger Story” and “For Some 
Must Watch’—were shown and there 
were several panel discussions. Also, 
there were three guest speakers: John 
P. Hanna, managing director of Health 
& Accident Underwriters Conference; 
Alden C. Palmer, chairman of Insur- 
ance Research & Review Service, and 
Edward H. O’Connor, managing direc- 
tor of Insurance Economics Society of 
America. 

Members of the anniversary com- 
mittee which planned and directed the 
affair were J. Stewart, advertising and 
sales promotion manager; President 


Alpaugh; J. W. Scherr, Jr., executive 
vice-president and secretary; C. W. Al- 
paugh, vice-president and treasurer, 
and W. G. Alpaugh, Jr., vice-president 
and agency director. 
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Late News Bulletins... 











Mass. Mutual Has Home Office Promotions 

Massachusetts Mutual has made these changes: Charles W. Brierley, with 
the company since 1925 and auditor since 1946, becomes associate financial 
secretary. He was the first ever to become a fellow of LOMA institute. Robert 
D. Gourlie, with the auditing department since 1929 except for naval service, 
becomes controller. He won a gold medal for the highest CPA examination 
grades in the state. A. Carlyle Talmadge, who joined the accounting depart- 
ment in 1925, and became manager in 1940, becomes assistant financial secre- 
tary, as does Bion T. Wheeler, Jr., who has been with the company since 1934 
and assistant auditing department manager since 1949. William R. Hannah, 
with the company since 1934 and accounting department supervisor since 1950, 
becomes manager of that department. He is a navy veteran. 


Ball, Anderson Switch N. Y. Life Posts 

New York Life has appointed Mack R. Ball, Jr., as manager at Houston, suc- 
ceeding Shelley Anderson, who goes to Wichita as manager. Mr. Ball has been 
acting manager at Wichita. He joined the company at Houston in 1948, the first 
agent in Texas after New York Life reentered Texas. He became assistant man- 
ager there and later manager at Fort Worth. In 1952 he became western division 
training supervisor with headquarters in New York City. 


C. T. Bell Advanced by N. Y. Lite 

New York Life has appointed Charles T. Bell as supervisor of advanced un- 
derwriting. This is a new post in the field training division. He joined the com- 
pany in 1947, and most recently served as manager at Charleston, W. Va., where 
he was president of the Life Underwriters Association. He is a CLU. Previously 
he served as assistant manager at Washington. He is succeeded at Charleston 


by T. D. Van Camp. 


GAMC Associate Group Not Yet Set Up 

The statement in the Nov. 27 issue that an associate membership category 
for assistant managers and supervisors had been established by the executive 
committee of the General Agents & Managers Conference of NALU at its meet- 
ing at Chicago Nov. 9 was incorrect. The executive committee unanimously and 
strongly recommended to the GAMC directors that such a classification be 
created. If the board at its next meeting in March at New Orleans goes along 
with this recommendation, it will be necessary to make changes in the GAMC 
rules and regulations, which cannot be effected until the next annual meeting 
at Boston in September. Approval of the associate member plan was given by 
the NALU trustees at Cleveland in August but because of lack of time for dis- 
cussion GAMC put off action to the next meeting of its executive committee. 


Rumor Kline of N. Y. to Company Post 

It was rumored around the commissioners’ meeting at Miami Beach that 
George H. Kline, the 1st deputy insurance superintendent of New York, is 
leaving shortly to become associated with Allstate Ins. Co. at Chicago in the 
general counsel department. Mr. Kline has been in the New York department a 


number of years. 





Langer Witnesses Advise 
U. S. Laws for Mail Insurers 


N. W. Mutual Raises 
1954 Dividend Scale 





A record $49 million in dividends to 
policyholders and beneficiaries will be 
paid out by Northwestern Mutual Life 
in 1954. An increase of 9%, this is the 
largest amount to be set aside for divi- 
dend payments in the company’s his- 
tory. 

The interest rate on policy proceeds 
left with the company will be 3%. 

The 1954 schedule will apply to all 
policies including those issued prior to 
1947, which are based on a higher as- 
sumed interest rate. At no point will 
dividends be decreased. 


ALC History Published 


The history of the American Life 
Convention written by Professor R. 
Carlyle Buley of Indiana University 
now has been published by Appleton- 
Century-Crofts of New York City and 
is available at a price of $15. 

Essentially an ALC chronicle, the 
two-volume work nevertheless touches 
on most phases of life insurance his- 
tory in the U. S. It elaborates on sev- 
eral areas not so comprehensively 
treated heretofore, not being restricted 
to happenings affecting ALC as an or- 
ganization, but rather as they affected 
insurance as a business. 


Ohio U. to Hear Stanford 


Verne Stanford, superintendent of 
agencies of New York Life, will be 
guest speaker at the banquet Dec. 7 
of Insurance Society of Ohio State 
University. His talk will embrace 
problems and trends in the business. 





(CONTINUED FROM PAGE 4) 
without medical examination, he said, 
reject claims on the basis of hospital 
and doctors’ reports on the ground that 
insured was not in good health when 
applying for policy. Policies are renew- 
abie at company option and may be 
cancelled in a few months or year. 
People are being deceived, he added, 
even though policy advertising may not 
be deceitful. 

Miller read a letter from an unnamed 
state commissioner citing the case of 
a “non-cancellable” policy, but which 
the company cancelled and refunded 
premium, and the commissioner said 
he could not help the policyholder who 
had complained to him. 

Murchison stated FTC policy is to 
confer with state commissioners and 
devise ways and means to cooperate 
with them. That has been successful, 
he said. However, there have been 
cases where the commission is not sure 
whether it has jurisdiction, and such 
matters have been referred to state 
authorities. He said FTC is now study- 
ing its jurisdictional status to “deter- 
mine where we can move and where 
we don’t have jurisdiction and must re- 
fer to the states.” He indicated FTC 
had reversed its policy and now plans 
to issue complaints in the mail order 
field, instead of relying largely on 
trade practice rules procedure. 

When Langer raised the question 


whether if not one, then two or three 
standard forms of policy might be 
arrived at, Sills said the situation is 
not “adaptable” to uniformity, unless 
possibly the California idea of “‘econo- 
mic value’”’ of a policy could be set up. 
After testifying at length about mail 
order troubles, he said he did not like 
to “stigmatize” that branch of the in- 
dustry. 

The committee released a memo- 
randum based upon replies received to 
its questionnaire to interested parties 
regarding which it questioned some 
witnesses. The memo lists suggestions 
received by the committee staff re- 
garding mail order complaints, reme- 
dies, practices, policies, etc. 





Aetna Group Provides Extra 


Compensation, Dividend 


The Aetna Life companies are pay- 
ing the same additional compensation 
for 10,000 employes as they did a year 
ago, half a month’s salary to those on 
the payroll a year or more, less to 
those there a lesser time, with a max- 
imum of $500. hm 

Aetna Life is paying an extra divi- 
dend of 25 cents, Aetna Casualty an 
extra of 50, Automobile an extra of 
40 on Jan. 2 to holders of Dec. 11. 





Feingold to Jaffe Agency 


Herman Feingold has joined the Matt 
Jaffe Associates general agency of U- 
nion Casualty & Life at New York City 





7 
From left, Herman Feingold, broker- 
age manager; Roy A. Foan, vice-pres- 
ident and director of agencies, and 
Matt Jaffe, New York City general 
agent. 


as brokerage manager. Mr. Feingold 
began his insurance career with John 
Hancock Mutual in 1944. He later went 
with Security Mutual Life of New York 
as a supervisor, ultimately becoming 
brokerage manager. 





Norton, Spence Slated 


A discussion on whether or not man- 
agers should write personal produc- 
duction will feature a luncheon meet- 
ing Dec. 21 of General Agents & Man- 
agers Assn. of Indianapolis. 

Paul A. Norton, vice-president of 
New York Life, will give the reasons 
why his company ruled several years 
ago that managers are to do no person- 
al production, as well as problems the 
company encountered after establish- 
ing the rule. Eber Spence, vice-presi- 
dent of American United Life, will tell 
why he thinks the general agent or 
manager should engage in personal 
production. 





e Charles C. Powell of Coates, Her- 
furth & England, Denver consulting 
actuarial firm, and Dr. Frank G. Dick- 
inson, economic research director for 
American Medical Assn., will be among 
the speakers at the annual actuarial- 
statistical institute sponsored jointly 
by Blue Cross-Blue Shield commis- 
sions and to be held Dec. 9-11 at Chi- 
cago. 


Home Office Executives 
to Be Guests of Honor at 


N. Y. City Managers’ Dinny 

NEW YORK—Departing from ; 
usual custom of having one honorg 
guest, the New York City Life 
agers Assn. is this year giving its a, 
nual dinner in honor of the Presiden, 
and agency vice-presidents of the con. 
panies represented in its mem i 

The dinner will be Dec. 9 at the 
Waldorf-Astoria, celebrating the &. 
sociation’s 25th anniversary. Most a 
the executives attending will be in t, 
city for the meetings of the Life p, 
surance Assn. of America and the }y. 
stitute of Life Insurance. There yj 
be no formal addresses. Lambert y 
Huppeler, New England Mutual, ; 
dinner committee chairman. 





Peninsula to Be Full Assn, 


Support of San Francisco and g» 
Jose Assns. of Life Underwriters h;, 
been given to a project aiming at jp. 
dependent status for the Peninsy, 
branch of the San Francisco assogi;. 
tion. Granting of a charter by NAL 
is expected. 

Officers of the Peninsula branch ay 
George Boden, Jr., New York Life 
San Mateo, president; Frank DeVor 
Occidental Life of California, San Mj. 
teo, 1st vice-president; Norman };. 
gan, Continental Assurance, San M:. 
teo, 2nd vice-president; Earle L, Py. 
ten, New England Mutual, Palo Alto 
secretary, and James Jorgensen 
Franklin Life, Redwood City, trea. 
urer. There are 53 members of th 
branch. 


Say Oates Ruling to Stand 


WASHINGTON—While the Oats 
case is still pending in the genera 
counsel’s office, internal revenue bu. 
eau, with no official decision an. 
nounced whether it will be pursue 
further since the Chicago federal cir. 
cuit court’s decision aginst the gov. 
ernment, unofficially it looks like i 
will be decided not to ask the U.§ 
Supreme Court for certiorari writ to 
review the case. 





Douglas Leads Capital Meet 

Lewis O. Douglas, Mutual Life chair- 
man, is presiding over the three-day 
mid-century conference on resources 
for the future, financed by Ford Foun- 
dation and held at Washington. Presi- 
dent Eisenhower greeted 1,500 dele 
gates assembled to explore possible 
demands upon U. S. natural resources 
during next quarter century and con- 
sider methods of conservation and use. 





City of Brotherly Cooperation . 

A recent editorial in THE NATIONAL 
UNDERWRITER lauding the CLU schol 
arship program that was established 
by Fidelity-Philadelphia Trust Co 
mistakenly also attributed to that fim 
sponsorship of a meeting for life pe0- 
ple at which new CLU’s were honored 
guests. The sponsor of this affair was 
Girard Trust Corn Exchange Bank od 
Philadelphia. 

The editorial served to uncover ad- 
ditional evidence of the close coopef- 
tion that exist between Philadelphia 
agents and trust companies and banks 
there. Fidelity-Philadelphia Trust Co. 
recently compiled a membership lis 
of CLU’s in the city, sending it to at 
torneys and CPA’s in the area, as W 
as to the CLU’s. 

Philadelphia National Bank has 
sponsored a series of discussions in the 
official journal of Philadelphia Ass. 
of Life Underwriters enco’ 
agents to enlist in the CLU study pr 
gram. The Pennsylvania Co. for . 
ing & Trusts has extended an invita 
tion to members of the CLU chapter 
attend a luncheon in its headquarters 
to make a tour and see “what x 
a personal trust department click. 
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One of the Greatest 
Investments in History 


The Louisiana Purchase, made by the United 
States in December 1803, a scant 16 years after the 
framing of the Constitution in Independence Hall, 
has proved one of the wisest and most profitable 
investments in history. Covering 13 states from 
Canada to the Gulf, this territory was bought from 
France for 23 million dollars. In a single year, 
the value of farm crops alone from this territory 
totals more than 200 times the entire purchase 
price. In one stroke, a young nation had bought 
future power, prestige and national security. 





Your Greatest Investment... 


an Independence Plan 
be _ for Your Child This Christmas 


Just as the Louisiana Purchase insured the economic welfare 
of a young country for years to come, so a Penn Mutual 
Independence Plan for your child could be one of your 
greatest investments for his future welfare. 
















A surprisingly small initial cost on your part will start him 

on the road to financial independence. For as little as $10 
; a month, you can establish a $10,000 estate for him through 
» an insurance program that can be useful in many ways 
? throughout his lifetime. 


Call in your Penn Mutual Underwriter today and let him ex- 
plain how an Independence Plan for your child can become 
his greatest asset next to his American heritage—a practi- 
cal Christmas gift that grows in value through the years. 
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BALANCE is important in DIABETES, too... 


N A WAY, the skillful performer on 
the tight wire and people with dia- 
betes have certain things in common. 


The performer depends principally 
on proper balance and control to ac- 
complish his difficult act. Likewise, 
diabetics must be equally concerned 
with balance and control . . . if they are 
to live nearly normal, active lives. 


The three essential factors which 
diabetics must keep in proper balance 
are diet, exercise, and insulin. 


1. Diet is a vital part of the treat- 
ment of every diabetic. In many mild 
cases, especially when diabetes is dis- 
covered early, diet alone can control the 
disease. 

2. Exercise, or active work, is also 
important in the treatment of diabetes, 


because it helps to increase the ability 
of the body to use sugars and starches. 


3. Insulin does not cure the disease, 
but it has often given diabetics a new 
lease on life. Insulin enables diabetics 
to utilize food and convert it into en- 
ergy in a normal way. 


New and different types of insulin, 
which vary in speed and duration of 
action, now make possible more effec- 
tive control of diabetes. Many research 
studies are now under way to learn 
more about the chemistry of insulin 
and how it is used by the body. These 
and other investigations will probably 
bring an increasingly hopeful outlook 
for most diabetics. 


When diagnosed early, diabetes is 
easier to control, and serious complica- 


tions can often be avoided. Fortunate- 
ly, diabetes can be readily detected by 
having a urinalysis .. . preferably with 
your periodic health examination. This 
usually permits its discovery before the 
appearance of typical symptoms, such 
as: excessive hunger or thirst, frequent uri- 
nation, loss of weight, or constant fatigue. 

No one should neglect regular medi- 
cal examinations. . . particularly over- 
weight people who are past 40 and also 
those with a family history of diabetes. 

Metropolitan’s booklet called ‘‘Dia- 
betes” tells how diabetics can usually 
live long and active lives. It also in- 
cludes facts about the progress made 
by medical science in the treatment of 
diabetes, and information which may 
be helpful in guarding against this 
disease. 








COPYRIGHT 1953-——-METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison AVENUE, New York 10, N.Y. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 











